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Guild Accuses 


N. Y. Jobber of 


Direct Selling 


Service Organization Files 
Complaint With Supply 
Jobber Association 


NEW YORK CITY—Action has 
been taken by the Refrigeration and 
Air Conditioning Guild, organization 
of refrigeration service firms in the 
New York area, in the case of a 
refrigeration parts and supply jobber 
who has allegedly been selling and 
installing refrigeration machines di- 
rect to the user, and who, it is 
claimed, is even using employes of 
some of the service firms to do the 
work for him. 

Facts in the situation have been 
collected and submitted to the Na- 
tional Refrigeration Supply Jobbers 
Association for whatever action the 
essociation may want to take, de- 
clares T. E. O’Donohue, an official 
of the Guild. 


Formed a few months ago, the 
Refrigeration and Air Conditioning 
Guild now claims 82 members, ac- 
cording to Mr. O’Donohue. Prime 
purposes of the organization, stated 
somewhat roughly, are to “bring the 
service firms together,” to “establish 
standards for the firms in the busi- 
ness,” and “to protect the customer.” 

Specifically, this means that the 
organization has set up _ certain 
standards for admission (carrying 
with it the right to use the Guild’s 
insignia, “the seal of protection’’). 


These’-standards, ‘which are mainly |. 


that the applicant must have a place 
of business, a telephone, and a cer- 
tain amount of experience and com- 
petence in the field, to be determined 
by the Guild’s examining board, are 
aimed at keeping out beginners 


(Concluded on Page 13, Column 8) 


Philco Television Line 
To Be Shown June 5 


FRENCH LICK, Ind. — Philco’s 
first line of television receivers will 
be shown to dealers at a national 
convention here June 5 through 8. 
About 900 dealers are expected to 
attend. 

Full merchandising program back- 
ing up the television models, as well 
as a new line of radios to be shown 
at the meeting, will be presented. 
Augmented plans for Philco’s refrig- 
eration and air-conditioning lines 
also will be announced. 

Philco’s television line is the result 
of 10 years experimentation, says 
President Larry E. Gubb, who main- 
tains that television will supplement, 
and not supplant, radio. 

Important meetings for distribu- 
tors’ service managers and men will 
be held in conjunction with the con- 
vention. Television and radio will 
be prime topics, but new service 
methods and developments in air 
conditioning and refrigeration also 
will be outlined. 

This part of the convention will 
be under the supervision of Robert 
F. Herr, head of Philco’s parts and 
Service division. 


D. P. Heath New’ Head 
Of Detroit ASRE 


DETROIT—Delos P. Heath, presi- 
dent of Detroit Air Meter Co., was 
elected chairman of the local section 
of American Society of Refrigerating 
Engineers at a meeting held Tuesday, 
May 16, at the offices of the NEws. 
Louis S$. Morse, Jr., of Westerlin & 
Campbell Co. was elected to serve as 
Vice chairman for the coming year. 

R. C. Doremus, of Detroit Ice 
Machine Co., was re-elected secretary, 
and Frank B. Riley, president of 


(Concluded on Page 20, Column 2) 


“No Washee’ For Chinese 
Is Their Fault, Bendix 


Cruise Winners Learn 


NEW YORK CITY—Embarking on 
the liner Veendam for a 10-day trip 
to Havana, 500 leaders in the 
Bendix spring sales campaign last 
week were astonished to learn that 
they were classified as unfair to the 
Chinese. 

As the trip-winners approached 
the Hoboken pier to board the liner, 
they were met by a picket line of 
four Chinese and a blonde white 
woman, carrying placards reading 
“Chinese Lose Business Through 
Bendix Home Laundry.” 

The woman explained that picket- 
ers were members of the Jeffersonian 
Democratic Agrarians of New York 
City. 


Danley Named Head 
Of ACMA Group 


HOT SPRINGS, Va.—P. Y. Danley, 
manager of the air-conditioning de- 
partment of Westinghouse with head- 
quarters in Springfield, Mass., was 
elected president of Air Conditioning 
Manufacturers’ Association at the 
annual meeting here. 

S. E. Lauer, of York, was elected 
vice president; P. A. McKittrick, of 
Parks-Cramer, treasurer; and W. B. 
Henderson was re-elected executive 
vice president. 

Board of directors for the coming 
year includes J. F. G. Miller, of Stur- 
tevant, chairman; Stuart Crocker, 
General Electric; E. T. Murphy, 
Carrier; J. A. Harlan, Kelvinator; 
J. M. Fernald, Baker; F. D. Kirk, 
Vilter; and the officers of the associa- 
tion. 


Nema Maps Fall Drive 


¥ 


On Electric Ranges . 


HOT SPRINGS, Va.—Gratified ‘by 
the 35% increase in electric range 


sales so far this year, members of | 


the range and water heater section-of 
National Electrical Manufacturers 
Association approved plans ~ for « 1a 
fall drive on this appliance at their 
meeting duririg Nema’s spring veh 
vention here last week. 


Details of the campaign will be 
announced later. 

Routine matters, for the most part, 
occupied the attention of Household 
Refrigeration Section members at 
their meeting, but it was pointed out 
that emphasis on selling “use value” 
may be proving out, in view of this 
year’s 40% increase in refrigerator 
shipments so far. 

Dishwasher-disposal section of the 
organization listened to a report of 
a special study on dishwasher sales 
potentials by Arthur Hirose, research 
director of McCall Corp. The study 
will be given in some detail in a later 
issue of the NEWS. 


Old-Fashioned Recipes 
Worth $5 To Leonard 


DETROIT—In the second phase 
of its spring refrigerator campaign, 
Leonard is offering to buy from 
women in all parts of the United 
States recipes for old-fashioned and 
unusual dishes, for future use in a 
book titled “America’s Finest Cook- 
ery.” 

The company will pay $5 for every 
recipe accepted. The new collection 
of recipes is a follow-up on the 
“Grandma’s Old-Time Recipe Book” 
produced by Leonard at the start of 
its drive last. month. 

Leonard’s selling, organization has 
been supplied = with: a- special recipe, 
card, on which women ‘May write, 
their recipes’ and enter“them in the! 
competition. In signing’. the card,, 
the housewife ceftifies thaf* to the: 
best of her knowledge, the “recipe is* 
her own, and has‘ not been copied 
from any other source, -- 


Pe, 
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Uniform Law 
On Instalment 
Sales Sought 


New Act Would Curb 
Present Drawbacks,. 


Credit Men Told 


CLEVELAND—Adoption of a a 
form instalment sales act fo in 
all states was suggested by Milan V. 
Ayres, secretary of the National 
Association of Sales Finance Compa- 
nies, in a speech at last week’s con- 
vention of the credit management 
division of National Retail Dry Goods 
Association here. 

Adoption of a uniform time-pay- 
ment sales act not only would end 
the confusion resulting from the wide 
variation between present state laws, 
but also would facilitate business and 
secure the maximum degree of justice 
for all concerned—sellers, buyers, 
and finance companies, Mr. Ayres 
declared. 

Such a uniform sales act, he said, 
should have the following provisions: 

The only instrument to be used 
shall be the conditional sale contract. 

The contract shall be effective 
against all third party claimants 
without filing, except contracts for 
the sale of fixtures, for the sale of 
goods which are to be resold, or for 
the sale of railroad equipment. 

Contracts for the sale of fixtures 
shall be filed where a deed for the 
real estate would be filed. 

Contracts for the sale of goods for 
resale shall be filed as _ chattel 
mortgages are filed, and the resale 
of such goods to an innocent pur- 


(Concluded on Page 19, Column 2) 


San Antonio Seeks To 
Open Roaster Market 


SAN ANTONIO, Tex.—Timed to 
take full advantage of the Modern 
Kitchen Bureau’s national campaign 
on electric roasters, a two-month 
drive, jointly sponsored by local 
dealers, distributors, and San An- 
tonio Public Service Co., is now in 
full swing and will continue until 
July 1. 


Pooling their efforts in support of 
the campaign slogan “See For Your- 
self—Easier Cooking, Easier Living,” 
all cooperating firms will make an 
effort to get a share of the roaster 
business in a local market that is 
said to be “hardly scratched.” 

Campaign leaders pointed out to 
dealers that electric roasters sold on 
terms develop store traffic and ex- 
pose the customer to other merchan- 
dise. The advantage of roasters as 
door openers was also stressed. It 
was held that roasters left on demon- 
stration in responsible homes will 
almost invariably sell themselves. 
This statement was based on a na- 


(Concluded on Page 2, Column 4) 


G-E Television & Radio 
Dept. Headed By Baker 


BRIDGEPORT, Conn. —- General 
Electric has consolidated its radio 
and television activities into a new 
department, headed by Dr. W. R. G. 
Baker, who until now has been chair- 
man of the company’s radio manage- 
ment committee. 

The new radio and television de- 
partment will have responsibility for 
radio and television tubes, receivers, 
transmitting and relaying equipment, 
carrier-current equipment, and as- 
sociated radio product lines. 

For the marketing of most of its 
products,: the department will rely 
for the present on the distribution 
facilities of the appliance and mer- 
chandise department, which has in 


(Concluded on Page 20, Column 2) 


Sanger To Manage 
General Electric's 


Household Sales 


ALFRED C. SANGER 


* * * 


CLEVELAND — Alfred C. Sanger 
has been named sales manager for 
the General Electric household re- 
frigeration section. For the past six 
years he has been appliance district 
manager for the Philadelphia area. 
His headquarters will be at Nela 
Park. 

Mr. Sanger’s business experience 
has been broad, covering almost 
every step in the distribution of elec- 
trical appliances. Before General 
Electric was in the market with such 
a device, he was engaged in selling 
refrigerators at retail. Prior to his 
association with the company he was 


(Concluded on Page 2, Column 3) 


431 Refrigerators Sold 
At Rhode Island Show 


PAWTUCKET, R. I.—Four hun- 
dred and thirty-one _ refrigerators 
were sold during the second annual 
spring refrigerator show, sponsored 
by the Pawtucket-Central Falls and 
Woonsocket Electric Clubs, in co- 
operation with the Blackstone Valley 
Gas & Electric Co. 


This represents more than 1% of 
the electric meters served in this 
area, reports E. M. Felch, secretary 
of the club. Results of the drive 
are considered especially encourag- 
ing, in view of the fact that this 
area is highly saturated, and that 
the sales volume was obtained well 
in advance of the normal season. 


Refrigeration Is 
Found Help For 


Treating Cancer 


Sleep Induced By Cooling 
Halts Growth of 
Disease Cells 


ST. LOUIS — Human hibernation 
induced by refrigeration is one of the 
new methods used in the treatment 
of hopeless cancer patients by 
Doctors Temple S. Fay and Lawrence 
W. Smith of Philadephia. Motion 
pictures showing the treatment were 
exhibited at the American Medical 
Association convention here last 
week. 


Doctors present at the meeting 
expressed great interest in the treat- 
ment and want to try it on heart 
disease, insanity, tuberculosis, and 
degenerative and infectious diseases. 


Patients treated by the new method 
are put to “sleep” or placed in a deep 
coma, by reducing the body tempera- 
tures. The pictures show women 
patients being packed in cracked 
ice which, with the aid of an electric 
fan, will reduce body temperatures to 
about 90° F.—usually to a rectal 
temperature of 89° F 


During this process the women 
literally go to sleep, overcome by 
the same kind of drowsiness that 
overcomes a freezing person, except 
that no pain is reported by the 
patients. 

The room is then kept cold and the 
patients remain in the coma, like 
a bear hibernating in his winter cave, 
for about five days. At the end of 
this time they are awakened by hot 
applications or hot coffee. The 
women had no memory of what 
happened, except for having been in 
a state of completely dreamless sleep. 

Doctors handling the experiments 
do not know how long the “hiberna- 
tion period” could be extended. 


(Concluded on Page 20, Column 3) 


Michigan Drops Sales 
Tax on Trade-Ins 


LANSING, Mich.—Used refrigera- 
tors, radios, and other appliances 
traded in for other used property will 
not be subject to the regular 3% 
state sales tax, under terms of a bill 
signed last week by Gov. Dickinson. 
The legislation also applies to auto- 
mobiles, furniture, and other such 
property. 


Detroit Dealer Convicted of Failing To Deliver 
Appliances Sold At Discount 


DETROIT—tThe old, familiar story 
of selling merchandise for cash at 
tremendous discounts and then fail- 
ing to deliver the goods has bobbed 
up again in the case of Charles F. 
Lahey, who last week was convicted 
by a Recorder’s Court jury of 
larceny by conversion of $517.87. 

The jury of 10 women and four 
men deliberated only 15 minutes 
before returning a verdict of guilty 
for the full amount charged. Mr. 
Lahey is to be sentenced May 25 by 
Judge van Zile, before whom the 
case was tried. Maximum penalty 
for the charge is five years’ im- 
prisonment. 


Donald J. Withers, complainant in 
the case, charged that he gave Mr. 
Lahey, 41-year-old head of Lahey, 
Inc., now defunct appliance dealer- 
ship formerly located at 7618 Wood- 
ward Ave., the $517.87 as complete 
payment for two electric refrigera- 
tors and an electric range. Neither 
the refrigerators nor the range were 
ever delivered, Mr. Withers charged, 
nor was the money returned. 

If Mr. Lahey had escaped convic- 
tion on this particular charge, the 
prosecutor’s office claimed to have 
some 50 other witnesses ready to 


testify that they lost a total of more 
than $11,000 on similar deals. 

According to Joseph M. Althoff, 
Detroit police department detective 
who investigated the case, Mr. Lahey 
had been engaging in this type of 
operation since 1937. He frequently, 
the detective explained, sold appli- 
ances for cash at cost prices or less 
and then failed to deliver the mer- 
chandise. If pressed too closely by 
the duped ‘customer,’ he would sell 
a couple of more items on the same 
terms in order to obtain funds to 
purchase and deliver the appliance 
sold to the first party. 


When many appliance manufac- 
turers, through their distributors, 
refused to sell to him, Mr. Lahey 
began to purchase his merchandise at 
a discount from another appliance 
dealership nearby, it is alleged. 

Following filing of the complaint, 
Mr. Lahey closed his place of busi- 
ness and left for Canada, where he 
was arrested and was returned to 
Detroit by Detective Althoff to stand 
trial. The appliance dealership from 
which he was obtaining much of his 
merchandise also closed its doors 
shortly after the complaint was 
issued. 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 24, 1939 


Four Changes In Time Payment Law 
Of Massachusetts Sought 


BOSTON—Four important changes 
in the Massachusetts law on instal- 
ment sales of personal property are 
proposed in a bill drafted by the 
attorney-general’s department. 

Suggested amendments are: 

1. Limiting of finance charges to 
1% a month. 

2. Giving the buyer the right, if he 
has paid 50% or more of the con- 
tract price, or $500 or more, to 
demand that the repossessed goods 
be sold at public auction, within 45 
days after it has been taken from 
him. 

Proceeds of the auction shall then 
be applied against the balance due, 
after deduction of expenses of the 
sale, repossession, and storage. If 
the sale exceeds the amount due, the 
balance goes to the vendee; if not, 
the vendor can recover the deficiency 
from him. 

Under the present law, the buyer 
can demand a public auction only if 
he has paid 75% or more of the con- 
tract price. 

3. If there is no public resale, the 
vendor may keep the merchandise as 
his own property, and the vendee has 
no more obligation to pay. Where 
payments do not come up to 50% of 
the contract price, the vendor may 
auction the goods publicly, but he is 
under no duty to do so. 

This provision is expected to do 
away with the “deficiency judgment” 
racket, in which the vendor sells the 
goods at much less than its real 


value at a private sale, and then sues 
the vendee for the balance. 


4. Every conditional sales contract 
must print, in not less than 10-point 
boldface type, a table, the form and 
contents of which are illustrated in 
the bill. Included are cash prices of 
each item purchased, the total cash 
price, down payments, and payments 
on or before delivery, unpaid balance 
of cash price, itemized list of finance 
charges, insurance charges, and gross 
conditional sales price balance. 

This table is intended only to pro- 
vide a means whereby the vendee 
may obtain a clear picture of what 
he’s buying, and the price he’s paying 
for it. The bill at present is in the 
hands of a legislative committee, and 
further changes in it are possible 
before it is introduced. 


Standards on Advertising 
Adopted By Dayton Group 


MORAINE, Ohio — Advertising 
standards to regulate appliance and 
range advertisements were adopted 
at the recent meeting of the Gas & 
Electric League of Dayton held at 
the Frigidaire plant here, reports 
Brooks H. Harmon, secretary. 

During the meeting, the eight-page 
tabloid advertising a city-wide refrig- 
erator week, to be paid for by local 
jobbers and the league’s treasury, 
was explained to the 110 dealers. 


Sanger To Direct G-E 
Household Sales 


(Concluded from Page 1, Column 4) 
sales manager for the Commercial 
Electric Co., wholesale establishment 
in Toledo. 

His first connection with General 
Electric was in 1930, as a radio 
specialist in Philadelphia. This was 
the first merchandising operation by 
G-E in the radio field. Mr. Sanger 
was selected as head of the first 
district appliance operation in 1933, 
this being the first district opened 
under the new system, and has been 
so engaged ever since that time. 

Milton J. Sands has been appointed 
district manager of appliance sales 
for General Electric in the Philadel- 
phia area to succeed Mr. Sanger. 

Mr. Sands became associated in 
1924 with the Frank H. Stewart Co., 
of Philadelphia, distributor of elec- 
trical appliances and radio. In 1927 
this organization was purchased by 
General Electric Supply Corp., and he 
continued with the latter until 1929. 

For the next six years he was 
associated with Bond Electric Corp. 

In 1936 he joined the G-E appliance 
and merchandise department in Phil- 
adelphia. 


Farnsworth Names Rogers 
Vice President 


MARION, Ind.—J. P. Rogers, for- 
merly vice president of Crosley Corp., 
has been elected vice president and 
treasurer of Farnsworth Television 
& Radio Corp. here. 


DDING to an already long list of 
A outstanding sales features Apex 
includes Bonderizing in their new 
continuous washer production line. 


With Bonderizing, Apex assures a plus 
value of vital importance to the user 
and a sales advantage to the dealer. It 
serves adual purpose. It protects against 
rust and provides a better surface for 


SPIRAL DASHER WASHER — 
TO WASH CLOTHES — 


baked enamel. It serves to resist chip- 


ping and peeling, because the enamel 


has a firmer foundation. 


Bonderizing in the finishing system on 
Washers, Refrigerators or Air Condi- 
tioning equipment provides resistance 
to the destructive influences of mois- 
ture, humidity or salt sea air, assuring 


maximum finish durability. 


PARKER RUST PROOF COMPANY 


2197 East Milwaukee Avenve * Detroit, Michigan 
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Sind for his Book 


It describes Bonderizing in detail and 
gives the salesman a new talking 
point that helps close deals. 


L0ClLis0s CONQUER RUST 


BONDERIZING* PARKERIZING | 
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Where 25,000 Prospects Pass Every Year 


ses 


SAPACSTEP KITCHEN 


Visitors to Stewart-Warner’s headquarters in Chicago are exposed to 
a bit of painless salesmanship through this kitchen display, set up in the 
building’s first-floor lobby. Refrigerator and electric range are featured 
in the kitchen, which will be viewed by an estimated 25,000 callers. 


San Antonio Dealers & 
Utility Cooperate 
On Roaster Drive 


(Concluded from Page 1, Column 3) 
tional survey that indicates 70% of 
such demonstrations produced sales. 


Distributors tying-in with the 
campaign are furnishing window 
displays to their dealers, supplying 
handout folders and envelope stuffers, 
and providing advertising mats for 
dealer use. Prior to the campaign, 
distributors contacted dealers to 
secure stock orders to fill out store 
supplies. 

Dealer sales meetings were held 
and roaster demonstrations given in 
the dealers’ stores, for the purpose 
of instructing salesmen in the sale 
of the roasters. Distributors urged 
dealers to make a special price to 
their salesmen, in order that they 
might become better acquainted with 
roaster operation and so more en- 
thusiastic in the sales presentation. 

Each cooperating distributor was 
asked to loan a roaster to the home 
service division of the Public Service 
Co. for use as demonstrators on the 
regular “Spanish Patio” cooking 
school programs held in the utility 
building, for demonstrations in the 
appliance center’ of the Public Serv- 
ice building, and for special roaster 
cookery demonstrations held for 
dealer salesmen in the Spanish 
Patio. 

The utility provides space on its 
main floor for a showing of all 
brands of roasters sponsored, and an 
action display and demonstration 
booth has been constructed there for 
demonstrations. A_ follow-up of 
dealer sales to instruct customers in 
the use of the roaster is being made. 
A roaster menu mailing campaign at 
two-week intervals is offered to all 
roaster purchasers. 

Distributors cooperating in the 
campaign are: General Electric Sup- 
ply Co., Graybar Electric Co., 
Peaslee-Gaulbert Corp., Southern 
Equipment Co., and Westinghouse 
Electric Supply Co. 


$3,000,000 Sales Forecast 
For Dallas This Year 


DALLAS, Tex.— Appliance sales 
this year will bring Dallas dealers 
more than $3,000,000 in revenue, 
Dallas Power & Light Co. estimates. 

Refrigerators are far out in front 
in the list, with estimated sales 
reaching $1,110,000, while radio sales 
are expected to approximate $776,000, 
washer sales $224,000, ventilating 
equipment $225,000, and air-condi- 
tioning units $60,000. 

Range sales are set at only $10,000, 
but table cookery appliances are 
expected to amount to approximately 
$169,000. 

As the utility visualizes them, 
here’s how 1939 appliance sales here 
will stack up: 


EN. ic beck ie eesecedesdia $1,110,000 
Ventilating systems ............. 225,000 
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Table cookery appliances........ 169,000 
Air-conditioning units ........... 60,000 
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Oil burners, stokers ............. 20,000 
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Milk coolers, farm appliances.... 5,000 


Dishwashers, other motor devices 97,000 


Crosley Prices 4 Models 
In ‘Freezorcold’ Line 
$15-20 Over Regulars 


CINCINNATI — Crosley’s new 
“Freezorcold Shelvador” refrigerator 
comes in four models, two regular 
and two deluxe, in 6 and 744-cu. ft. 
capacities. Cost of the units is said 
to be but $15 to $20 above standard 
models. 

Feature of the Freezorcold is a 
separate compartment for the storage 
of large quantities of frozen foods, 
meats, fish, game, vegetables, fruits, 
etc., as well as for storage of ice 
cream and ices. 

Positioned in the upper part of the 
cabinet for convenience, the sub- 
freezing chamber has a large door 
which is hinged at the bottom, form- 
ing a smooth, handy shelf, supported 
at both ends by heavy ball chains. 

Moist-cold compartment provides 
the safe cold temperatures of con- 
ventional-type refrigerators, but is 
claimed to have greater humidity, 
keeping crispy vegetables for long 
periods without necessity of covering 
them. 

This higher humidity is accom- 
plished by means of a special chilling 
unit in this compartment, which does 
not frost, as does the usual type 
evaporator. Since the chilling unit 
has a temperature above the frosting 
point most of the time, it is claimed 
to wash the air in the compartment. 

The Shelvador is a regular feature 
of Freezorcold models. 


American Gypsum Co. 
Bought By Celotex 


CHICAGO—Purchase of the prop- 
erties, plant, goodwill, and manufac- 
turing facilities of the American 
Gypsum Co., Port Clinton, Ohio, has 
been made by the Celotex Corp., here, 
as another step in rounding out its 
line of products for the _ building 
industry. 

The purchase adds to the Celotex 
line a complete line of gypsum wall- 
boards, liner boards, gypsum lath and 
gypsum block, base and finish coat 
gypsum plasters, specialty, acoustical 
and land plaster, lime, building prod- 
ucts, and accessories. 

Trade-marks of American Gypsum 
products will be continued under 
their present names and markings, 
the “Celotex” trade-mark being 
added to all existing packages. C. F. 
Miller, formerly president of Ameri- 
can Gypsum Co., remains. with 
Celotex as general manager of the 
Port Clinton operations. 

Included in the purchase is 4 
supply of gypsum rock said to be 
sufficient to supply the needs of te 
plant for more than a century from 
the three veins which have alrea'‘y 
been opened. 


Pittsburgh Schools Planning 
Appliance Sales Course 


PITTSBURGH — An attempt 
build a course on electrical appliance 
selling to fit the needs of the industry, 
is being contemplated by Dart 
Elisworth, supervisor of distribu- 
tive occupations, Pittsburgh public 
schools. 

Beginning Oct. 1, Mr. Ellswort! 
plans one or two-hour classes, one 
evening a week for at least six 
weeks. 
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| Commercial Re rigeration 


4 Independent Systems Installed When 
Mayflower Hotel Modernizes Equipment 


WASHINGTON, D. C.—Sixty-eight 
horsepower of York ‘“Freon-12” com- 
mercial refrigeration equipment has 
peen sold to replace outmoded CO2 
equipment in the Mayflower hotel 
here. Installation of the new system 
was made by the Washington Refrig- 
eration Co., York distributor. 

For the purpose of flexibility, the 
poxes and counters used in the hotel 
are divided into several groups, each 
of which is served with a separate 
condensing unit. 


FOUR SYSTEMS 


System No. 1 includes vegetable, 
wine, fruit, dairy, and pantry boxes 
for the main kitchen, and is powered 
with a 7%4-hp. condensing unit. 


System No. 2, which also serves 
the main kitchen, includes general 
storage, fish, fowl, and cook’s cases, 
using blower-type unit coolers, and a 
meat box and salad counter, using 
finned coils. This system also uses a 
7144-hp. condensing unit. 


System No. 3 includes unit coolers 
for a bar refrigerator, oyster refrig- 
erator, pantry’ refrigerator, and 
baker’s refrigerator, and coils for 
two additional salad counters. A 
third 7144-hp. condensing unit is used. 


System No. 4 supplies cooling on 
boxes used for the Coffee Shop and in 
addition handles a refrigerated bar 
in the Ship’s Cabin. One 3-hp. com- 
pressor is used to cool five general 


purpose refrigerators, which are 
equipped with coils, and one beer 
storage refrigerator, which is handled 
by a unit cooler. 

In addition to the equipment fur- 
nished for the various boxes and 
counters, condensing units were fur- 
nished for ice cream making. A 
10-hp. unit was installed to cool 
brine used to freeze ice cream in the 
40-quart freezer used by the hotel. 
This condensing unit was also cross- 
connected with the three 714-hp. 
units serving systems No. 1, 2, and 3. 
A 3-hp. unit was installed to main- 
tain proper temperatures in the 
hardening room. 


DRINKING WATER SYSTEM 


The old drinking water system 
serving the entire hotel was re- 
placed. Two shell-and-coil pressure- 
type drinking water cooling tanks, 
complete with a low pressure float 
“Freon-12”’ control, were installed in 
the pump room in the basement. 
Each tank was connected to a 15-hp. 
condensing unit, which was auto- 
matically controlled by an immersion- 
type thermostat. 

In making the installation, it was 
necessary for the Washington Refrig- 
eration Co. to coordinate the work so 
that the hotel would be without re- 
frigeration as short a time as pos- 
sible, and to interfere as little as 
possible with the important work of 
the hotel staff. 


Winter Air Introduces 
2 Reach-In Boxes 


CHICAGO—A new two-model line 
of reach-in refrigerators has been 
announced by Winter Air Products 
Corp. for 1939. These boxes, refrig- 
erated by Westinghouse hermetic 
units, are designed primarily for 
restaurants, food shops, hotels or 
other institutions, and similar places 
where large quantities of perishable 
food must be stored in a minimum 
of floor space. 


The new Winter Air cases have a 
patented air circulation system which 
is claimed to keep foods from drying 
out and shrinking and to prevent 
discoloration and odor transfer. To 
furnish additional food protection, 
Westinghouse Sterilamps are avail- 
able with both models. 

Constructed of Bonderized heavy- 
gauge steel and equipped with water- 
proofed insulation, these reach-ins 
are completely self-contained. 

A finish of white vitreous porcelain 
enamel is used wherever there is a 
possibility of abrasion from hard 


’ usage, and the balance of the interior 


is finished in high-baked Dulux, the 
panels overlapping so that the refrig- 
erator can be washed and fiushed 


conveniently. Exterior also is of 
white Dulux, with chrome plated 
hardware. Large doors. provide 


ready accessibility; double-sealed gas- 
kets are used throughout. 

Model WAD-40 is 79% inches high, 
35% inches wide, and 62 inches long. 


It has a gross capacity of 43.5 cu. ft., 
shelf area of 37 sq. ft. The six wire 
shelf-trays are adjustable. 

Model WAD-65 is of the same 
height and width, but is 90% inches 
long. Its gross capacity is 69 cu. ft. 
and its net capacity 64.5 cu. ft. All 
nine wire shelves are adjustable. 

A new folder and catalog of the 
line has been prepared and may be 
obtained by writing to the manufac- 
turer. 


Fur Vault Installed By 
Casper, Wyo. Firm 


CASPER, Wyo.—Much of the trade 
formerly given by Casper residents 
to fur storage houses in Cheyenne 
and Denver now is being diverted to 
local channels since Furs-by-Dad, a 
fur firm located in this town of 
nearly 20,000 people, opened its mod- 
ern refrigerated storage vault this 
spring, reports J. A. Lariviere, man- 
ager. 

Cooled by Kelvinator refrigeration 
equipment, well insulated, and fully 
ventilated, the vault is 45 feet long, 
12 feet wide, and 10 feet high. Walls 
are 13 inches thick. 

Advertising for the vault has 
stressed the “keep your money in 
Casper” and “encourage local indus- 
try” theme. 

Mr. Lariviere has found that one 
of the best means of promotion is 
to show prospective customers 
through the new vault and to let 
them see the modern equipment. 


Complete Store Planning & Fixture Service Helps 
New Orleans Dealer Sell Commercial Jobs 


NEW ORLEANS — Wayne B. 
Wands, long a prominent figure in 
commercial refrigeration in New 
Orleans, and now a dealer for Frigid- 
aire commercial refrigeration and 
Tyler commercial refrigerators, is 
Selling a whole lot of refrigeration 
today because he is offering a com- 
Plete store planning and fixture 
equipment service. 

This is made possible because’ 

Wands also handles the Tyler line of 
vegetable stands, shelving, etc., with 
which to provide complete fixtures 
for a store. 
_ Say a prospect is uncovered who 
iS opening a new store, or who is 
doing a complete remodeling job on 
an old store. 

The Wands salesmen say “would 
you like to see some suggested mod- 
€rn store layout plans?” and then 
trot out a portfolio of colored draw- 
ings furnished by Tyler, which show 
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various arrangements for stores of 
varying types and sizes. 

“The prospect usually is very 
appreciative of this service which 
enables him to visualize how some 
of the arrangements he may have 
in mind will appear,” says Mr. Wands. 

“If the prospect shows active 
interest, we will make up a drawing 
according to his ideas, and call in 
a lighting expert from the utility to 
fit in the proper lighting.” 

Mr. Wands would like to go a step 
further and make proper cut-outs of 
miniature pieces of equipment which 
could be moved about to work out 
any arrangement which the prospect 


might fancy. 

Mr. Wands likes the complete plan, 
not only because it gives him more 
to sell, but because it provides the 
salesmen with an interest-getting and 
prospect-approval selling plan. 


COMPRESSORS 


FOR PERK PERFORMANCE / 


One of the PAR features that appeal to dealers and ser- 
vice men is the simplicity of this powerful equipment. 
It is sturdy, with plenty of power and capacity for heavy 
loads. PAR compressors are crankshaft driven and are 
of the slow speed, large capacity type. Pistons have three 
rings. Cylinders are diamond-bored and honed. Remoy- 
able valve plate. Finned head and cylinders. Fan spoke, bal- 
anced flywheels. Bullseye oil gauge. Crankease drain plug. 


PAR 
various application. They are designed for use with 
“*Freon-12’’ or methyl chloride. All are notable for 
high quality materials and precision workmanship. 


compressor ,units are made in six sizes for 


5) SEND FOR FREE CATALOG TODAY 
See BR UMTS at your nearest Jobber 


Ohio Daven: Milwaukee, Wisconsin San Francisco, California 
| yee Hanson Republic alee Co. Refrigeration Specialty Co. California Se Co. 
Albany, New York Beveen, eapo Minnesota Seattle, Washington 
Melch or, Armstrong, H. Kietaber Co. Refrigeration & Industrial Refrigerative Supply, Inc. 

Dessau Co. } hm Colorado Supply Co. Shreveport, Louisiana 
Atlanta, Georgia Refrigeration Parts & Mobile, Alabama Interstate "Electric Co. 
Sewen Refrigeration Supply Co. Harris’ Fixture Co. Sioux City, Iowa 

Supplies, Inc. Detroit, Michigan Montgomery, Alabama Dennis Refrig. Supply Co. 
Baltimore, Maryland W. C. DuComb, Inc. Teague Hardware Co. South Bend, Indiana 
Melchior, "Armstrong, Young Supply 9 Nashville, Tennessee F. H. Langsenkamp, Inc. 


Dessau Co. Des Moines, Iow The Starr Co. Spokane, Washington 
Refrigeration Seed Sup. Co. 


ge a Sf ee ee 


Birmingham, Alabama Dennis Refrig. Bupply Co. Newark, New Jersey 
Refrigeration Supplies Flint, Michigan Melchior, Armstrong, Springfield, Dlinoi 
Distributor Shand Retle _ Bpecialtios Dessau Co. Speingeeld. Salriperation 
Boston, Massachusetts - Wort New York City, New York mu y Co. 
Melchior, Armstrong, McKinley Motrie. Supply Co. Melchior, Armstrong, pinasele, Massachusetts 
Dessau Co. Greensboro, North Carolina Dessau Co. San rmstrong, 
Brooklyn, New York Home Appliance Service Co. WNorfolk, Virginia Dessau Co. 
Melchior, Armstrong, Harrisburg, Pennsylvania Noland Co, St. Louis, Missouri 


Dessau Co. 
Buffalo, New York 
Melchior, Armstrong, 
Dessau Co. 
Root, Neal & Company 
Cedar Rapids, Iowa 
— Refrigeration 


Chatieeton. West Virginia 
Air Conditioning & 
Refrig. Sup. Inc. 
Charlotte, North Carolina 
Henry V. Dick & Co. 


ti, 

Merkel Brothers Co. 
Cleveland, Ohio 
Debes & Co. 
Columbia, South Carolina 
Henry V. Dick & Co. 
Columbus, Ohio 
Refrigeration Electric 

Supply Co. 


The Electromotive Corp. 


Melchior, Armstrong, 
Dessau Co. 
Houston, Texas 
D. C. Lingo Co. 
Indianapolis, Indiana 
F. H. ngsenkamp, 
Jacksonville, Flori 
The Jamita Co. 
Kansas City, Missouri 
Forslund mp & 
Machinery Co. 
Lexington, Kentucky 
United Service Company 
Long Beach, California 
Refrigeration Supplies 


gy Aa 
Los California 
Frank filet Co. 
Cee aie i ents Dist. 


Ss. W. H. p ly Co. 

Macon, Geol 

—y Electric Co. 

Madisen, Wisconsin 

lS gg Specialty Co. 
Memphis, Tennessee 

United Refrigerator 
Supply Co. 


Inc. 


Oklahoma City, Oklahoma 

Mideke Supply Co. 

Oo Nebraska 

Interstate Machinery & 
Supply Co. 

Peoria, TDlinois 
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EXPORT DEPARTMENT—Melchior, Armstrong, Dessau Co.—New York City, New York 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 24, 1939 


Air Conditioning Must Be Sold By Specialty Selling Methods, Experience Shows 


Dealers Are Advised To Go Out and Sell | 
Instead of Waiting For Jobs To Come In 


By Wm. H. 


Price, Jr. 


Recently Vice President in Charge of Sales, Carrier Corp. 


LOST, a _ considerable amount of 
capital, somewhere between the _ be- 
ginning of an Air Conditioning Dis- 
tributorship and the present. time. 
Substantial Reward offered for infor- 
mation leading to recovery. 


FOUND, a solution for the recovery 
of the above capital and business— 
through a better understanding of the 
expense-absorbing factors — and a 
greater willingness to crusade for 
Creativeness in the Persuasion De- 
partment, i.e., where Sales are Made, 
and business not just taken. 


N literally hundreds of franchised 

areas across the country, the 
above “LOST” advertisement might 
well have truthfully appeared. 


The actual number of dollars are 
legion which have been invested and 
subsequently lost among air-condi- 
tioning distributorships and dealer- 
ships would scare you. 


None will doubt that there is a 
market to which air-conditioning 
equipment, or the services rendered 
thereby, can be taken. In spite of 
the rapidly changing types of equip- 
ment, the variety of services offered, 
and the chaotic condition of the 
channels of distribution, none will 
doubt that the industry does have a 
product and a real service to take to 
market. 


WHERE ANSWER LIES 


The answer to the problem lies, 
of course, in the ratio of outgo to 
income. 

Let’s all remember that this thing 
we call “air conditioning’ was con- 
ceived in Necessity, among those first 
few industrial applications wherein 
proper control of temperature and 
relative humidity were absolute 
requisites to the fabrication or pro- 
cessing of a product. Here there 
was almost no competition at all. 


Again in this first phase of air 
conditioning, a thoroughly sober, 
logical, and factual sales-engineering 
presentation of a proposition to fur- 
nish air conditioning was almost sure 
to meet with approval on the part 
of the prospect, because it was so 
clearly a matter of almost absolute 
necessity, and because propositions 
were being made generally only to 
those prospects whose real needs for 
air conditioning were apparent. 

No time was spent in these early 
stages to stimulate desire, to change 
desire into need, and to thus precipi- 
tate prospects into the market. 

The second phase of air condition- 
ing was purely commercial in aspect. 
Air conditioning was now directed 
at people instead of at _ product, 
comfort being the predominant note. 
Not purely personal selfish comfort, 
however, but rather, commercialized 
comfort. 

Theater owners, restaurant and 
cafe owners, merchants, and opera- 


tors of service establishments soon 


recognized the commercial asset of 
providing comfort for their patrons. 


COMPETITION DIFFERENT 


Phase No. 2 saw a different type 
of competition, too. Whereas only 
a very few organizations were en- 
gaged in the industry in Phase No. 1, 
many new ones appeared in this 
second phase. 


And now, while still engaged in 
phases Nos. 1 and 2, the industry 
enters a third phase, one which 
involves a desire for comfort or 
health on a purely selfish, non- 
profitable, and non-commercial plane. 
This phase is the air conditioning 
of homes, private offices, etc. 


I am not meaning to indicate that 
there is not a profit aspect to these 
personal gratifications of desire for 
more healthful living conditions or 
greater comfort. There is the angle 
of less expense for medical care, less 
going away to avoid discomfort and 
pollen, and the devitalizing effects of 
uncomfortable working conditions in 
offices. 


THE THIRD STAGE 


Therefore in phase No. 1 we had 
an almost necessity, with competition 
limited only to logic and cost com- 
parison. In phase No. 2 we had a 
commercial opportunity (enhanced 
by the profit motive) urging the 
prospect to buy, and competition 
entered the scene. In phase No. 3 
we find no such necessity, nor urge 
to buy as in the first two phases— 
and furthermore our competition has 
changed—for we often sit directly 
across the table from our most 
serious competitor, the prospect him- 
self! a 


Sales resistance, as evidenced by 
the prospect’s lack of willingness 
(not of desire) to buy, is the biggest 
hurdle to overcome in this phase. 


CUE TO PROFIT 


Cue No. 1 to Profit. Know the 
thing we are taking to market and 
treat with it accordingly. In spite 
of all that is said about air condi- 
tioning, in spite of all the publicity 
it gets, in spite of all the products 
and services offered by so many 
companies under the name of air 
conditioning, the mistake is made of 
assuming that it has become a 
staple, whereas in reality, it is almost 
a pure specialty. 


What is the difference between a 
staple and a specialty? 
Characteristics of a staple: 


1. A mass of people know what 
it is. 

2. A mass of people know therefore 
why they should have it. 

3. A mass of people furthermore 
know its approximate value. 


4. A mass of people know they 
want it now. 
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Characteristics of a specialty: 


1. Very few people relatively know 
what it is. 


2. Very few people, therefore, 
know why they should have it. 


3. Very few people know its 
approximate value. 


4. Very few people, accordingly, 
are in a mood, without further educa- 
tion in the above three points, to 
buy it now. 


CONVERSION TO STAPLE 


Let’s rummage a bit further into 
this difference between a staple and 
a specialty. By field research or 
market survey the public’s willing- 
ness or desire to absorb a new prod- 
uct or a new service is sensed by a 
manufacturer, and born in his re- 
search department. 


It is at that moment a specialty, 
but by proper treatment and han- 
dling, it can be converted into a 
staple. 


In transition from a specialty to 
a staple, the manner in which the 
product or service is promoted, han- 
dled, and sold must be changed 
gradually. 


A specialty: 
1. Needs very little display (alone). 


2. Needs very little early expensive 
newspaper or public advertising. 


3. Does not have to be easily avail- 
able in many places. 


4. Requires high selling expense to 
educate many prospects compared to 
the relatively few who buy. 


5. Transportation (from factory to 
field), warehousing, estimating, dis- 
playing, advertising, and “immediate 
availability” costs are low. 


SELLING A STAPLE 


A staple: 


1. Needs much display (with or 
without personal attendants). 


2. Needs much printed newspaper, 
periodical, and public advertising. 


3. Must be easily available in many 
places, so that purchaser may have 
it when he wants it. 


4. Sales costs (education of the 
prospect) are low. 


5: Transportation (from factory to 
field), warehousing, estimating, dis- 
playing, advertising, and “immedi- 
ate availability” costs are high. 


A constant gradual shifting from 
one treatment to the other is required 
as a product or a service passes along 
its path of transition from the spe- 
cialty class to the staple class. 


Let’s walk into a normal “5 and 
10” store. What do you see? A 
store full of staples. Full of articles 
which people know; articles of which 
people know the approximate value; 
and articles which people know they 
want now. 


Do you find sales girls in the 
store? Not one. You find money- 
takers and wrapping clerks. The 
girls are there not to sell you any- 
thing, but rather to take your money 


| and wrap your article after you have 
| pointed to it and have said, “T’ll take 
| one of these.” 


Now then, how about the manufac- 


turers whose products are handled 


by the “5 and 10?” Their selling 
costs are relatively low, because 


MASTERCRAFT 


ADJUSTABLE PAD AND CARRYING HARNESS 


The most efficient and ical equip t made 
for handling refrigerators safely and without 
scratching or marring. Pad is separate from 


harness and both adjustable to all styles and 
sizes of cabinets. 
Efficient, sturdy, 
easily and 
quickly applied. 
Adjustable Pad, 

$8.30 euch 
Adjustable 
Harness, 

$6.00 euch 
Name of refrig- 
erator attrac- 
tively lettered 
on pad at S0¢ 
extra. 
f.o.b. Chicago. 


Write for fold- 
er and prices on 
pads for refrig- 
erators, washers. 
ironers, ranges. 
radios, etc. 


Pat. Appl'd for 


BE ARSE MANUFACTURING C CO. 
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A ‘Sales Primer’ For Air Condibiantan 


This is the first of three articles which were born out of 


first-hand, 


close-range, and often bitter experience. 


As vice 


president in charge of sales of Carrier Corp., William H. Price, Jr., 
went through all the trial-by-fire which has characterized the first 
years of the air-conditioning industry. He has been especially 
close to distributors, and believes he knows what ails them. In this 
article he diagnoses briefly the problem of selling air conditioning, 
laying the groundwork for the next two articles, in which he will 
take you right to the prospect and conduct a sale. These articles 
may constitute the closest approach to a sales “primer” yet made 


available to the industry. 


————— es L 


their product, or the service it per- 
forms, is already known, its value is 
known, and people know that they 
need it now. 


On the other hand, their costs are 
relatively high for advertising (to 
keep the product before the public), 
for warehousing (to have it immedi- 
ately available), etc. 


Do we have even a near approach 
to a staple in the air-conditioning 
industry? I personally believe not. 


SPECIALTY SELLING 


Rather, I believe we are in a posi- 
tion where a great need exists for 
Going Out to See People; Telling 
These People What We Have; How 
What We Have Will Satisfy Their 
Needs; Relating or Evaluating the 
Worth of Our Service to other serv- 
ices they now purchase; and Influ- 
encing Them to Buy NOW. 


The dealer or distributor in the 
air-conditioning business has been 
entirely too willing thus far to spend 
his time, effort, and expense in 
bidding on work that comes up; 
in having his engineers spend his 
money in measuring buildings, in 
reading plans, in making layouts and 
estimates, and proposals for too 
many people who have not at that 
time been properly qualified as pros- 
pects worthy of the expense devoted 
to them. 


(To Be Continued) 


Dining Salon on New 
Ship Conditioned 


NEW YORK CITY — Man-made- 
weather for passengers’ comfort in 
any temperature and humidity con- 
ditions was a feature of the new liner 
Panama, which sailed recently on its 
maiden voyage to the Canal Zone and 
other ports. 

Known as the “safest ship in the 
world,” the Panama is equipped with 
an air-conditioning system for its 
dining salon. The system will supply 
cooling daily equal to that given off 
by the melting of 100,000 lbs. of ice. 


The air-conditioning system was 
designed especially for use in tropical 
heat and humidity, and was tested 
under conditions similar to those 
which the ship will pass through on 
the Canal Zone run. 

In addition to air conditioning, the 
$4,000,000 liner has a complete sys- 
tem of refrigeration for stores and 
cargo spaces and to provide drinking 
water for the crew and passengers. 
Six extensive cargo spaces, designed 
particularly for bananas, are equip- 
ped with refrigeration. 

Sister ships of the Panama, the 
Ancon and Cristobal, due to enter 
service in July, have duplicate air- 
conditioning and refrigeration sys- 
tems. 


Silverware Kept Free 
From Tarnish By Air 
Conditioning System 


BOSTON—Keeping silverware free 
from tarnish and discoloration has 
been among the principal benetits 
derived from air conditioning by the 
A. Stowell Co., jewelers and silver- 
smiths. 


Established for 117 years, the firm 
has long had a problem in keeping 
silverware free from fogging, caused 
by salt air from the ocean, together 
with the soot and smoke found in 
every large city. 

Although no figures have been kept 
as to savings in time and expense 
due to a decrease in necessary clean- 
ing, the store management is pleased 
with this result of air conditioning, 
as well as the increased comfort of 
customers and employes. 


Air distribution in the store is by 
means of an eight-sided diffusing 
chamber, equipped with eight aspi- 
rating grilles. Return air enters the 
lower part of this chamber for mix- 
ing with the conditioned air, the 
returns being hidden by an _ orna- 
mental plaque fastened to the bottom 
of the chamber. 


Conditioning equipment is located 
in a room directly above the air 
diffusing chamber; fresh air is sup- 
plied to this point through a double 
bank of dry filters. “Freon” gas 
lines are brought up from a 10-hp. 
Frigidaire compressor located in the 
basement. 


The system, which uses 25 to 100% 
fresh air, as required, was designed 
by K. D. Boucher, engineer for the 
General Heat & Appliance Co., dis- 
tributor. 


Feature of the control system 
used is a ‘‘windowstat,” which takes 
care of window condensation. Other 
controls are in the return air stream. 


Maryland State Building 
To Be Air Conditioned 


ANNAPOLIS, Md.—The new mil- 
lion-dollar Maryland State Office 
building, now under’ construction 
here, will be equipped with air con- 
ditioning on three of its four floors. 

Two central-station air-condition- 
ing systems will each handle approxi- 
mately 20,000 c.f.m. Provision has 
been made for utilization of 100% 
outside air when necessary. 

During the summer 80° F., 50% 
humidity design conditions will be 
maintained; during winter condi- 
tioned air will be supplied to con- 
vectors under the windows which will 
provide auxiliary heat. ; 

The air-conditioning system '§ 
being installed by the Paul J. Vincent 
Co., Baltimore Frick distributor. 
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Because they’re built right—super-featured for 
quick sale, super-powered for performance. 
Because they’re prteed right—giving you the 
great advantage o 

easier terms. 
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Copeland Refrigeration Corperey 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 24, 1939 


DESIRE FOR OWNERSHIP 


] T is not sufficient that a new product merely 
he perfected. A market must exist for it, or 


a market must be created. 


When electric refrigeration was new, the 
market was limited, production was small, 


prices were high. 


To create a market required salesmanship of 
the highest order. Those salesmen who built 
up the electric refrigeration business, both 
household and commercial, to the position it 
occupies as one of the nation’s leading industries 


today were real salesmen. 


They had the ability to create the desire for 
ownership in the home on the part of the 
housewife, for ownership in business places on 
the part of the butcher, the grocer, the 


restaurant proprietor. 


Through sheer salesmanship they created a 


market where none existed before. 
They sold electric refrigeration. 


Most of the successfui distributors and dealers 
in commercial refrigeration today got into the 
business by originally dealing in household 
refrigeration.: Having thus gained refrigeration 
sales experience, the next logical step for them 
was to get into the selling of commercial 


refrigeration equipment. 


Now comes air conditioning. 


Air-conditioning equipment has been on the 
market ‘or several years. Marketing channels 


and sales plans have been subjected to experi- 


Air Conditioning 
NEEDS 


SALESMANSHIP 


ments. Some have proved successful, many 


have proved disappointing. 


Where franchises have been placed in the 
hands of organizations whose entire back- 
grounds gave no indication of selling ability, 
air-conditioning equipment has not been sold 


in quantity. Sales have not been satisfactory. 


After years of experimenting, puzzled manu- 
facturers are now beginning to get a clearer 


picture of the market and how to reach it. 


Generally speaking, air-conditioning equipment 
moves from the manufacturer to the user 


through one of two groups of outlets: 


1. Through large contracting firms 
who bid on specifications which 
are submitted to them and who 


employ no selling staff. 


2. Through selling organizations who 
create the sale, do their own 
engineering and install the equip- 


ment which they themselves sell. 


I, is in this second group, among those 
organizations geared for specialty selling, that 
the big opportunity lies for the increased sale 


of air conditioning today. 


Thoroughly experienced in the sale and applica- 
tion of refrigeration, for them it is but a step 
or two into the business of selling and applying 


air-conditioning installations. 


Room coolers, store coolers, and other “package 
type” air-conditioning equipment are ideally 
suited to the kind of selling these specialty 


salesmen understand. 
Look at their past performance! 


Air conditioning must be sold. These specialty 


selling organizations know how to sell it. 


They know how to create the desire for 
ownership to the point where the prospective 
purchaser is glad to part with his money in 
exchange for the comforts and benefits of air 


conditioning. 


Tis group of distributors and dealers and 
their salesmen who have been so outstandingly 
successful in building the refrigeration business 
have been loyal readers of Air CoNDITIONING 


& REFRIGERATION News for many _ years. 


Manufacturers desiring more aggressive selling 
of their equipment and who desire to reach 
this group effectively will find a responsive 


audience to an advertising schedule in the News. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry”’ 
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As Refrigeration Margin Is Cut | | 


Texas Dealers Find Profits In Other Appliances 


* >, 


& 
oe | dealer. This larger discount spread | and to meet competition, but we | their job can realize a steady income 
influx of Industries & Workers Boosts is needed to allow the independent | haven’t been able to ‘sell up’ enough | and are satisfied to work toward an 
dealer to meet the increasing com- | from these models.” increase. « 
petition of the mail-order houses, to For his “price story’ Mr. White Since adopting this system, the th 
a e pay the increased costs of replace- | has the low-priced Stewart-Warner store showed a 20% increase in re- cr 
General Business & Appliance Sales ment business, and to give an amount | model and also a private-brand line. | frigerator sales in 1938 over 1937. “a 
over and above expenses of doing | He finds that the “two-temp” Stew- | The last year’s figure of 250 boxes de 
business that “will make selling | art-Warner model can also be put | was expected to be increased this 
By Phil B. Redeker and Robert Price refrigerators worth the trouble.” to advantage in competitive selling. | year, although the first three months ea 
Early months of this year saw | feared that, even if the specialty Due to the problems presented by Right now Mr. White would like sales were lagging 2% behind the “J 
refrigerator sales in large Texas | dealer “cleans house,” his recovery | the refrigerator market in this city, to find a good “door opener” for his | previous year’s business. to 
cities on a see-saw, but the warmer | will be slowed by the bad reputation | this store reported a 20% decrease in | salesmen, who work outside three This manager insists that his men wi 
spring weather brought more ups | for questionable tactics that he has gid — to the first quarter — P god ped Mind — Rie tt aoe Gaee Gane: aos see - Th 
indi- nly a few may | ° . su 
a cur seen Cae us cabies ueah. cae Gane tee. , “In this. city,’ the manager | spoon for their cold canvass calls, Sell a prospect. In this day of price tu 
As the industries of the Southwest More noticeable this year is the | claimed, “just about all of the major | the salesmen giving spoons to the | consciousness, he thinks that too ref 
have not been visited by such a | tendency for “price buyers.” In an | appliance business has passed into housewives in return for the privilege often a man is tempted to put price Th 
prolonged decline as have those of | effort to garner some of this business | the large department and furniture | of “inspecting their range (and | first and product and service a poor sor 
many parts of the country, general | from the mail-order houses, some | stores. The small dealer cannot hope | incidentally their refrigeration and | second. fri; 
pusiness conditions are above the | dealers are offering low-price boxes | to compete with these large outlets, radio facilities) and the idea was one a man who goes out to sell on 1 
national average. New industries, | in private brands. especially as the ‘order-taking’ period | which returned plenty of sales which | price is a poor salesman—he loses len 
continued migration of all classes of has given way to fewer = with a pg not have been obtained other- rege A — himself and for the store,” tra 
workers, and an accompanying build- " much higher cost per sale.” . E P tha 
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Surge In Present Sales Moves Dealers In 
San Antonio To Predict Excellent Year 


(Continued from Page 6, Column 5) 
the profit spread is so small that in- 
creased services eat it up and make 
red the favorite ink for most 
dealers.” 

“The proof of the pudding is in the 
eating,” Mr. Karotkin continued. 
“Just about every specialty dealer in 
town is out of business.. But there 
will be more to take their places. 
They can always find another poor 
sucker to come in. The manufac- 
turer continues to make money, but 
refuses to pass it along to the dealers. 
The good dealer should be given 
something to make the selling of re- 
frigerators worth while. 

Mr. Karotkin cited the added prob- 
lems of bargain-hunting prospects, 
trade-ins, and service as convincers 
that “money is not made in this 
business any longer.” 

He said that his store carried re- 
frigerators only as a service to furni- 
ture customers and that they were 
now Satisfied to make only their 6% 
carrying charge on the sale of the 
boxes. 

Mr. Karotkin did not single out the 
refrigerator business alone—although 
he claimed that was the worst part of 
his business—as becoming too com- 
plicated to make profits worthwhile. 

“All business,” he said, “has in- 
creased services, deliveries, reports, 
and a million and one new taxes. 
We can still make a profit on most 
of our items, but refrigerators—well, 
we would be happy to get out of that 
end of it.” 


Firm ‘Fits the Terms 
To the Individual’ 


Out of a $118,000 refrigerator busi- 
ness in 1937, the J. R. Reed Music 
Co., Frigidaire dealer had but 1% 
repossessions, according to J. R. 
Reed, owner of the store. Business 
in 1938 dropped slightly from the pre- 
vious year, but 1939 promises to 
show material increases, it was said. 

Carrying its own paper, this 
firm has held down the repossessions 
on refrigerators by “fitting the 
terms to the individual.” Each cus- 
tomer is checked as to credit and 
terms are based on the professed 
ability to pay. Only in unusual cases, 
however, are terms extended beyond 
a 24-month period. 

Mr. Reed has some unique ideas on 
finance that have a strong hint of 
psychology. In arranging terms he 
first establishes whether the pros- 
pect is really able to buy a refrig- 
erator. 

“For instance,” he explained, “if I 
find that a man is not prepared to 
make at least a $10 down payment, I 
just tell him that he is not ready to 
buy.” 

In addition to keeping an eagle eye 
on the credit, this store has a policy 
that calls for a solid guarantee of 
service and satisfaction on every- 
thing sold in the store. They sell the 
firm’s name of long years of satisfac- 
tory service right along with the 
product. Combined with the “indi- 
vidual credit terms,’ Mr. Reed ex- 
pressed no concern about the falling 
off of his refrigerator business. 


San Antonio, Tex. 


a 


The refrigeration business is show- 
ing more than a spark of life in the 
early months of the selling season 
down “on the Alamo.” Many dealers 
reported that sales are already show- 
ing signs that this will be one of 
the top years in mechanical refrig- 
eration, and with gains in other 
appliances acting as a welcome sup- 
Plement, most firms will be replac- 
ing grief with profit. 


The estimated gain over the same 
Period last year was placed at about 
25° in refrigerators. In many cities 
any recorded gains were minimized 
by local conditions among dealers 
that cut profits so materially that 
increases in sales were looked on as 
quite unimportant. Here, the situa- 
tion is reported to be more happily 
different. 

The majority of the appliance 
Merchants saw early that little could 
be realized by pulling in different 
directions, so they organized the 
Radio & Refrigeration Trades Asso- 


organizations of its kind in the 
country. Unlike many similar at- 


Ciation, said to be one of the oldest | 


| 
Ly 


tempts at control, this body is re- 
ported to have functioned well and 
has had a remarkable stabilizing 
effect on the appliance business. 


Another force that has contributed 
to no small degree is the fact that 
the San Antonio Public Service Co., 
local utility, voluntarily retired from 
the electrical appliance merchandis- 
ing field and left the selling field open 
to dealers. This utility has found a 
much better merchandising arrange- 
ment can be derived from coopera- 
tion, rather than competition. 


The form that its cooperation 
takes is one of “you scratch my 
back, and I’ll scratch yours.” Aids 
are offered to dealers only to the 
extent that these dealers will unite 
to help themselves. 


‘Cards on Table’ Policy 
Found A Sales Builder 


Plans for all such cooperative 
undertakings are not thrust on the 
dealers, but are worked out with 
them to iron out any difficulties or 
objections before the drive gets 
underway. Edward A. Gauthier, 
head of sales promotion for the 
commercial department of the utility, 
stated that his company had found 
greater success in “laying all our 
cards right on the dealer’s table— 
and requiring that he do the same.” 
Such a policy obviates many of the 
misunderstandings that come from 
concealed dealings, according to Mr. 
Gauthier. 


“We have a steady increase in load 
every year, appliance sales have stood 
up well and should have a big in- 
crease this year. Our dealer relations 
are excellent, and the dealers them- 
selves are working well together.” 

Special items are moving into the 
dealer picture in San Antonio to 
bring added revenues. Biggest spe- 
cial item this year is expected to be 
attic fans, which are being sold by 
some appliance stores. An estimated 
market of $1,500,000 in attic fans 
has set dealers working to get a 
piece of this added business. Sparked 
by a campaign that got underway 
this spring, it is expected that attic 
fan sales will count high in many 
dealer’s receipts this year. 

Another “sweet” appliance this 
year will be roasters, according to 
reports. A virtually untouched mar- 
ket, plus dealer cooperative activity, 
is offering another money-maker for 
alert operators. Added importance 
attached to new appliance items indi- 
cates a marked trend for dealers to 
“fill out” their appliance lines, instead 
of laying all their chips on electric 
refrigerators. Many expressed the 
belief that such a move away from 
top-heavy specialization on any one 
item would place dealers in a much 
better business position. 


‘Satisfied Salesmen 


Will Produce Sales’ 


“A man satisfied with his working 
conditions will produce sales.’’ So 
thinks Charles A. Lorenz, appliance 
manager of King Furniture Co., 
General Electric dealer. Called the 
“friendly store,” this company makes 
every effort to create a feeling of 
complete freedom for the salesman, 
both in offering him an excellent 
chance to make money—if he works 
—and making his working hours 
more pleasant. 


Customers and prospects are treat- 
ed the same way, for this store has 
found that a reputation for “good 
service and goodwill’ is the top 
factor in building sales. And, accord- 
ing to the report, it really works, 
to the tune of a 25% increase in 
refrigerator business for the first 
quarter of 1939, with a corresponding 
gain recorded in other appliance 
lines. 


Much attention is given to the 
training of salesmen. The six appli- 
ance salesmen attend the Govern- 
ment Vocational school, as well as 
the sessions held right in the store 
itself. At the store schools, product 
experts are called in to aid sales 
technique, and films are used to get 
over main product and selling points. 

The six salesmen in the store sell 
all the merchandise there, receiving 
6% on appliance items. Three men 
form the outside organization. One 
man concentrates on follow-up work. 
This man is another important cog 


in the wheel of store goodwill, for his 
job is to straighten out any cus- 
tomer difficulties and to offer aid in 
making the customer satisfied with 
the appliance. This man is furnished 
with a car, $100 a month, and re- 
ceives a 3% commission on any sales 
not closed on the floor which are a 
result of his contacts. 


The service department is a four- 
man setup, geared for speed and 
efficiency. They employ a “shop on 
wheels” that brings the service de- 
partment right to the door of the 
customer. 


On trade-ins, the store has a fool- 
proof system, thinks Mr. Lorenz. All 
trades, he says, are made on value 
appraised, with special thought to 
profit from resale. ‘Very often,” he 
says, “the prospect tells a_ better 
sales story on the old refrigerator 
than the salesman does on the new 
one. We get around this trouble this 
way: when a prospect offers a used 
box in trade we send a service man 
to carefully check and appraise the 
box. The service man gives a report 
to the store. This report is not 
revealed to the customer. The sales- 
man is then given a price to offer 
and is not allowed to go above it. 
The plan has saved us money not 
only in controlled allowance, but also 
in giving us a chance to make money 
on resale.” 


Attic fans have lately been added 
to the appliance department, with a 
man assigned especially to the sales 
and service of this product. “Being 
a fairly new item we feel that the 
pioneer in selling it can make real 
money if prospects are offered a 
special service, plus expert installa- 
tion.” 

Soon the store will be completely 
modernized, according to Mr. Lorenz. 


“Store appearance must be as mod- 
ern as the appliances sold in it,” 
he says. 


Refrigerators Carried 
As ‘Service Account’ 


Carrying refrigerators as a “serv- 
ice account” only for customers in its 
other departments, the Household 
Furniture Co., Westinghouse, Uni- 
versal, and Leonard dealer, reports 
that its volume is not large for this 
reason. No outside salesmen on re- 
frigeration are employed, and the 
policy is to “wait for them to come 
in and ask for them.” Main reason 
for this is the complaint that the 
margin of profit is too small to go 
after volume business and _ suffer 
overhead costs, as well as the losses 
coming from the necessity of giving 
long terms and trades. 

Although it was admitted that re- 
placement business is coming to be a 
considerable factor in sales, no trade- 
ins are accepted at this store. ‘Too 
risky.” If a person wants a refrig- 
erator on time, she must come to the 
store and “make a loan” for a year. 
In any case, no terms over a year are 
given. 

To realize the larger profit on 
“off-brand”’ boxes carried, salesmen 
are offered ‘“spiffs’ for selling these 
boxes, at the established list price. 


Sales Are Up 15% At 


Stowers Furniture 


Sales on refrigerators at Stowers 
Furniture Co. are up 15% above last 
year’s figures for the first quarter, it 
was reported. This store handles 


General Electric refrigerators, as well 
as a full line of major appliances. 
Like some other dealers in the city, 
attic fans have lately been taken on. 

The San Antonio store is the head- 
quarters for six large furniture stores 
owned by the Stowers Co. in Texas. 
It was reported that sales at all the 
stores in refrigerators have shown 
healthy increases this year. All the 
stores have changed over to General 
Electric refrigerators exclusively this 
year. 

Recent addition of REA lines in the 
rural territory served by the stores 
would be a real factor in future 
appliance sales, it was thought. 


Judge Trade-Ins With 
Care, Brinkley Warns 


“The dealer who specializes in long 
trades and poor selling is going out 
very rapidly,” in the opinion of Fred 
Brinkley, appliance manager of the 
San Antonio Music Co., Stewart- 
Warner dealer. ‘‘Not only are such 
dealers losing money hand over fist,” 
says Mr. Brinkley, “but their sales- 
men are being penalized in salaries 
and commissions for the losses taken 
on high trade-ins. With both sales- 
man and dealer unable to make 
money, it will not be long before 
these dealers are driven out, unless 
they cut out these profitless deals.” 

So careful is this dealer on trade- 
ins that only one in 12 is judged fit to 
recondition for resale. The price 
expected to be realized on the resale 
is kept strictly in mind in offering 
trade terms. Those boxes not judged 
fit for the used market are priced 
sharply down as allowance on a new 
box. 

(Concluded on Page 16, Column 3) 


Saves time: Bound-Batt is stiff enough to handle easily. It fits 
irregular contours because it is flexible. It stands up under 
fast assembly schedules. 


Cuts on Job: On low production schedules, Bound-Batt can 
be cut as needed. This saves pre-fabrication expense, invest- 


Try this insulation 


=. 


MANUFACTURING ADVANTAGES 


YOU LOWER MATERIAL COSTS 
YOU SAVE ASSEMBLY TIME 
YOU CAN CUT IT ON THE JOB 


Less Cost: Bound-Batt offers you top efficiency insulation at 
less cost than ever before. It is furnished pre-fabricated, with 


sealing flange if desired, or in rolls. 
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Get the Facts right now.. 


Send Complete Information on 
Dry-Zero Bound -Batt. 


Company 


Street 


City. State 


ment in large stocks, and.often saves on material. 


The most efficient . 
commercial insulant known 


DRY: ZERO 


REG. US PAT, OFF. 
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Dry -Zero Corporation - 
Chicago: 222 North Bank Drive- ~ 
New York: 60 East 42nd Street 
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Profitable Sales Reas 


Cooking Schools Held Early & In Own 
Store Produce Sales, Says Deuler 


By Robert M. Price 


MONTGOMERY, Ala.—There are 
still prospects to be had from cook- 
ing schools, if the time is right, the 
place is your own store, and your 
program is designed to keep the 
crowds coming, according to the 
Frank Tenille Furniture Co., West- 
inghouse dealer. 

The time should be right at the 
start of the refrigerator season, to 
cash in on the awakening interest of 
housewives and to give salesmen a 
list of “hot” prospects to contact 
during the height of the season. This 
dealer conducted his school in April 
this year, and within a short time 
had sold six refrigerators and three 
electric ranges. Number of sales 
coming directly from the cooking 
school promotion was expected to 
reach a new high this season. “But 
you must catch them just when they 
are starting to think of refrigerators, 
and keep your salesmen right after 
them,” the department manager 
explained. 

“If you tell your story first—and 
tell it well—you have the jump on 
the opposition. We can tell the most 
people first, and tell them in the best 
and most effective manner, through 
our ‘planned’ cooking school.” 

Many dealers, says this manager, 
make the mistake of holding their 
schools away from their place of 
business. By staging it in your own 
store, he feels, you can have a more 
select crowd—hand picked for sales 
possibilities—can have a more com- 
plete display of your products, and 
can make better prospect contacts 
than in a public place. 

It is smart business to get people 
in your store, to treat them right, 
and to urge them to come back after 
the school is over, he said. “Treat 
them as your special guests, just as 
guests at a party in your home, and 
they will be slow to forget that the 
‘gracious host’ is in the business of 
selling appliances.” 

Present at all sessions of the 
school is a home economics expert, 
who can not only give a bang-up 
demonstration of cooking, but who 


also is qualified to give a product 
story. This year the demonstrator 
was Mrs. Erma Tual of Westing- 
house. While she is showing the 
“scholars” all the latest wrinkles in 
cooking, she is sure to point out the 
outstanding features of the appli- 
ances she is using. 

This is particularly effective, for 
the housewife, seeing the way the 
appliances are used and explained 
with each step of the demonstration, 
tends to think only in terms of this 
store’s products. Salesmen are in- 
structed to be quick to convince her 
that she is right. 

Each day, prizes are given, most 
of them coming from _ different 
food companies which tie in with 
the school for advertising reasons. 

When the first day’s crowd goes 
home laden with the booty, word of 
the prizes to come swells the atten- 
dance at the remaining sessions. 

At the close of each demonstration 
period, cards are passed out to the 
audience to register for the prize 
drawings. The card is drawn up to 
be a sure-fire prospect finder. On it 
is a list of electrical appliances, and 
the women are asked to check the 
appliances they already have. Next 
line asks for the information that 
has proved a real boon to the sales 
force. It reads: “The next electric 
appliance I purchase will be an elec- 
tric .’ This is the tip-off 
that starts the salesman on his way 
to a sale, armed with the information 
that the housewife is now in the mar- 
ket for a certain appliance. 

On the same card, the woman is 
asked to estimate the cost of elec- 
tricity for cooking the day’s meal at 
the school. Prizes are awarded for 
guesses nearest the actual cost. 

Guesses on the cost of cooking 
range anywhere from a few cents up 
to several dollars, it is said. When 
the actual cost is announced, the 
women are usually so _ pleasantly 
surprised that they are at once eager 
to learn how they can own an electric 
range that cooks so efficiently—and 
so cheaply. 
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This attentive audience confirms Frank Tenille Furniture Co.’s contention 
that cooking schools should be held early in the season and in the dealer’s 
own Store, if sales-producing contacts are to be made. 


Pisseniih! Dealer Who Is Also Postmaster & 


Gas Station Owner Sells Many Appliances 


MANSFIELD DEPOT, Conn.—Bill 
Hernberg is just about “the works” 
in this crossroads center of some 125 
souls. He’s in his fifth term as post- 
master, runs a gas station (above 
which he lives), and still finds time 
to do a mighty fine job of selling 
refrigerators, ranges, and _ other 
appliances. 

Mr. Hernberg—‘Bill” to everybody 
he knows—took on the General Elec- 
tric line through Orkil Electric Co. 
last Dec. 1. Before the year was out, 
he’d sold four ranges, three refrig- 
erators, and a brace of washers. 
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During the first three months of 
this year he sold 10 refrigerators, 
five ranges, two ironers, a water 
heater, and a dishwasher—and he 
says he’ll sell 100 units before the 
bells ring in 1940. 

Last month he ran his first cook- 
ing school, in the home of one of his 
customers. He had 10 prospects 


invited—five of them were range 
prospects, four wanted refrigerators, 
and the other was a dishwasher 
possibility. 

Bill’s been selling to the faculty 
at Stores College, in Stores, Conn. 
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Dealer Concentrates 
On Direct Mail 


ALBANY, N. Y.—Direct-mail is 
the best answer to the advertising 
problems of the medium-size dealer- 
ship in the large city, believes John 
Ferris, owner of Ferris Sales Co. 
here. 

The store has been in business since 
1915, and in that time has built up 
a large list of owners and prospects 
—sources of the best possible type 
of repeat and new sales, Mr. Ferris 
believes. 

To this list, regular mailings are 
sent, usually about 1,000 cards being 
used in each mailing. All mailings 
are seasonal, and are frequent enough 
that each name is contacted at least 
twice a year. 

With each mailing goes a general 
personal letter from Mr. Ferris, of 
the “institutional” type, stressing the 
store’s products and the services it 
can render customers. Enclosed is 
literature on products in which the 
customer is interested—a refrigera- 
tor, perhaps, or a range, or some 
other major appliance. 

If interest is indicated in no par- 
ticular appliance, the mailing includes 
literature on an electric mixer, or 
some other appliance the customer is 
certain to have some use for. 

Names for the mailing come from 
the store’s extensive file of users and 
prospects, built up by the store dur- 
ing its long years in business. On 
each card are shown the customer’s 
name and address, the appliances 
owned, and ones in which the family 
is interested. Space also is provided 
on the cards for listing the direct- 
mail materials mailed, and the date 
of the mailings. 

In making up its mailings, the 
company goes through the card file, 
and selects the names of prospects 
for whatever appliances are season- 
able at the time. At Christmas time, 
for example, the mailings feature 
small appliances as gift suggestions; 
in the spring, refrigerators are the 
subject. 

Salesmen for the company follow 
up all new leads obtained through 
the mailings, and it has proved to 
be the firm’s most prolific source of 
new business in both large and small 
appliances, Mr. Ferris states. In a 
city the size of Albany, canvassing 
is a waste of time, he believes. The 
amount of new business it brings 
doesn’t anywhere nearly compensate 
for the effort expended, according 
to Mr. Ferris. 


Buys Appliances Instead 
Of Finishing Home 


SPRINGFIELD, Mo. — Basement 
quarters equipped with electric appli- 
ances or a complete home without 
them—that was the alternative fac- 
ing Sam Langford, director of ex- 
tension teaching for the Negro 
people of Missouri, when his funds 
began to run low before the home 
that he was building was completed. 
And he chose the appliances. 

Mr. Langford, who is on the staff 
of Lincoln university here, bought 
20 acres of farm land in Boone 
county just as soon as he learned 
that he could get electricity through 
an REA-financed cooperative there. 
Then he started to build a house. 

His money went so fast, however, 
that he found he was not going to 
be able to complete the home and at 
the same time buys the electrical 
appliances and plumbing necessary 
to equip it. Deciding that the appli- 
ances were more important than the 
larger living quarters, he built a roof 
over the basement of the house so 
that he and his family could live 
there until they have enough money 
to finish the construction work. 

Comfortable and well lighted, the 
Langfords’ basement home is equip- 
ped with a radio, an electric range, 
percolator, toaster, and other appli- 
ances. They are drilling a deep well, 
and the next thing they are going to 
buy is an electric pump so that they 
can make use of modern plumbing. 
This will furnish water not only for 
the home, but for the stock as well. 

By making wise and careful use of 
their 20 acres, they plan to purchase 
an electric refrigerator by summer. 
Then they will finish their house. 

Mr. Langford’s wife is a graduate 
of Lincoln university. He himself 
received his master’s degree from 
Columbia university, New York City. 
On their farm, they engage in poultry 
and livestock raising on a small 
scale. 
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A Special Annex For Appliances 
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This modern annex, designed to house the Melcher-Schene Hardware 
Co.’s appliance selling operations, can be converted in summer to an open 


booth by opening the windows installed on electrically operated hinges. 
* * *# 


3 Model Kitchens Set Up In New Ultra-Modern 
Appliance Annex of St. Louis Dealership 


ST. LOUIS—A new annex to 
house exclusively major appliance 
selling operations has been opened 
by Melcher-Schene Hardware Co., 
dealership for Frigidaire, Copeland, 
and Magic Chef, under the manage- 
ment of E. W. Wilson. 

The annex, built against one wall 
of Melcher-Schene’s main building, 
is ultra-modernistic to the point of 
being instantly convertible in summer 
into an open booth. This transforma- 
tion is made possible by an arrange- 
ment permitting the windows along 
the side and front of the annex to 
be swung up on electrically operated 
hinges. 

Bright orange and white awnings, 
garden furniture, and ferns and 
other potted plants complete the 
summery effect. 

There are three distinctive types 
of model kitchens in the annex, each 
designed for a different type of cus- 
tomer, and each separated from the 
others. All three kitchens are bril- 
liantly lighted by calcium floodlights. 


One kitchen is arranged for the 
“step-by-step” buyer who prefers to 
add one appliance at a time to her 
kitchen. Another of the model kitch- 
ens is designed for the benefit of the 
customer who wants to order a 
completely equipped kitchen for a 
unit price. Third kitchen is a budget 
kitchen arranged for time-payment 
convenience. 


In addition, each kitchen will be 
used for periodic cooking schools 
attended only by “hot” prospects 
invited by four outside salesmen. 


At the formal opening of the 
annex, more than 2,000. visitors 
signed prospect cards. Melcher- 
Schene officials are counting on the 
annex as the principal factor in a 
huge summer campaign to _ be 
launched soon. 

There is room for the display of 
75 refrigerators in the annex, whereas 
in the main store the appliance de- 
partment could show only a dozen 
units. 


No More ‘Kid Salesmen,’ Says Dealer Who 
Thinks Men Over 40 Are More Dependable 


TROY, N. Y.—No more “kid 
salesmen” for John W. Pommer, 
manager of the appliance sales de- 
partment for Cluett & Sons, Crosley 
dealer. From now on, he wants 
salesmen at least 40 years old, or 
older. 

Mr. Pommer’s preference for older 
salesmen is based upon what he be- 
lieves are two good reasons: 

1. Men over 40 are more depend- 
able. They’ll stay on the job. They 
won’t work one week, make a little 
money, and haunt the theaters the 
next week. 

2. They’re more diligent. They'll 
work harder. They want a “stake” 
in the business, want to learn some- 
thing about it, so they can earn more. 

Unlike many younger men, sales- 
men over 40 usually are married, 
and have families to support. To 
lose a job means something to these 
men, so they'll work harder and 
longer, and know their product better, 
explained Mr. Pommer. 

“Give me three or four such men 
in my department, and I’ll show you 
a better record at the end of the 
year than I would if I had 10 of the 
ordinary ‘kid’ type of salesmen,” 
Mr. Pommer says. 

“Unless a salesman has a real 


‘stake’ in the business, he’s not apt to 
work very hard. He doesn’t believe 
there’s much money in the job, so he 
never really tries to work at learn- 
ing it. That’s the trouble with most 
of the younger men. They just 
won’t put out.” 

Another thing you have to do to 
keep a real sales force, says Mr. 
Pommer, is to pay your men enough 
to make them able to get along 
through tough times. Salesmen for 
the store draw $25 a week the year 
around—and they stick to their jobs. 

The Cluett salesmen work under 
‘no cold canvassing” orders. They 
never call “cold turkey,” as such. 
Leads either are picked up from floor 
traffic or through users, or come 
from the store’s well-padded list of 
customers. Cluett’s is a musical 
instrument house of long standing. 

“Pity the poor housewife,” says 
Mr. Pommer. “She’s badgered to 
death with salesmen and solicitors 
now—and if our men call to talk 
appliances without a definite appoint- 
ment, we’ll hurt ourselves more than 
we can help. We can’t stand to have 
her get sore at us, no matter if she 
doesn’t buy. We have things other 
than refrigeration to sell here . 
and we need her business.” 


Department Store Trains Department Heads In 
Thinking of Net Profit, Not Gross Volume 


COLUMBUS, Ohio—To get de- 
partment managers to think in 
terms of net profit rather than gross 
volume, F. & R. Lazarus Co. depart- 
ment store here has launched a series 
of educational meetings focusing 
attention on the profit objective. 

Regarded as of particular signifi- 
cance at this time because of the 
increasing ratio of expense in the 
department store field, the Lazarus 
educational campaign aims to im- 
prove the profit showing through 
simplified procedure. 

The 48 department managers of 
the store are being called to regular 
meetings, for each of which a 


“departmental sheet” will be pre 
pared covering the phases of the 
department operations. 

Detailed phases will be discussed 
on a question-and-answer basis, and 
data obtained will be utilized eventu- 
ally for an operating manual. 

All of the elements contributing t° 
gross margin will be covered, in- 
cluding cost of merchandise, mark- 
ups and mark-downs, workroom 


costs, buying and occupancy expense, 
and advertising. 

These factors will be discussed to 
determine how net profits could be 
increased by lowering costs and im- 
,proving performance. 
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Distributor -Dealet Doings 


Distributors Name 69 New Dealerships 


To Handle Kelvinator Appliance Line 


DETROIT—To Kelvinator’s roster 
of dealers have been added the names 
of 69 firms in various parts of the 
United States. The new dealers, ap- 
pointed by distributor organizations, 
were announced by Ralph C. Cam- 
eron, Kelvinator’s household appli- 
ance sales manager. They are: 

Eanes Radio & Appliance Co., 
Clarendon, Tex.; Charles T. King, 
Inc., Baltimore; Tennessee Coal, Iron 
& Railroad’ Co., Bessemer, Ala.; 
Berman Radio Co., Boston; Neyman 
Furniture Co., Lowell, Mass.; Grubb 
Radio & Sound Service, Bellevue, 
Ohio; J. M. Atkinson General Store, 
New London, Ohio; Ward Furniture 
Co., Clear Lake, Iowa; F. N. John- 
ston Co., Lohrville, Iowa; H. R. 
Craddock, Manns Harbor, N. C. 

Fowble Brothers, Milton, W. Va.; 
Charles E. Graves, Linton, Ind.; 
Anderson Maytag Co., Alma, Neb.; 
Independent Lumber & Coal Co., 
Ewing, Neb.; Anderson Maytag Co., 
Franklin, Neb.; Nacke Hardware Co., 
Hebron, Neb.; R. A. Boysen & Son, 
Madison, Neb.; Barnhart Paint & 
Wallpaper Store, McCook, Neb.; Olk 
Hardware Co., Pilger, Neb.; Nispel 
Oil Co., Plymouth, Neb. 

Blessing Hardware & Furniture 
Co., Tecumseh, Neb.; Busby Service 
Station, Wakefield, Neb.; O’Halloran 
Lumber Co., Wood Lake, Neb.; Walt 
Service Station, Altheimer, Ark.; 
Southern Lumber & Supply Co., Car- 
lisle, Clarendon, and Cotton Plant, 
Ark.; Cowger Service Station, Dan- 
ville, Ark.; Lion Service Station, 
Fordyce, Ark.; C. & G. Store, Moun- 
tain View, Ark. 

Attwood Mercantile Co., New Edin- 
burgh, Ark.; Oklahoma Gas & Elec- 


tric Co., Ozark and Van Buren, Ark.; 
W. R. Gadberry, Shirley, Ark.; Elec- 
trical Appliance Department, Modern 
Furniture Co., San Diego, Calif.; R. 
N. Chance Electric Service, San Luis 
Obispo, Calif.; Crenshaw Lumber & 
Ice Co., Crenshaw, Miss.; Sugg Im- 
plement Co., Europa, Miss.; Fink 
Furniture Co., Harrison, N. J.; H. M. 
Gassner, Montclair, N. J. 

Herman’s Radio Co., Newark, N. J.; 
John Mainiero, Bridgeport, Conn.; 
Burt R. Hathaway, Buckland, Mass.; 
Lamb’s Garage, Cheshire, Mass.; W. 
E. Cone, Dalton, Mass.; Louis Herrup, 
Inc., Hartford, Conn.; Collins & God- 
frey, Hartford, Conn.; Norman An- 
deen, Higganum, Conn.; Kabatznick 
Furniture Co., Middletown, Conn.; 
House Furniture Co., Naugatuck, 
Conn. 

Slumber Shop, New Haven, Conn.; 
C. <A. Sharp, Inc., Northampton, 
Mass.; Percy Tetro, Simsbury, Conn.; 
Harold Stewart, Thompsonville, 
Conn.; Crescent Furniture’ Co., 
Waterbury, Conn.; Bastiens Jewelry 
& Gift Co., Williamstown, Mass.; 
Electric Appliance Co., Laurel, Miss.; 
Lutcher Furniture Store, Lutcher, 
La.; R. Brunet Furniture Co., Poncha- 
toula, La.; Carrollo Furniture Co., 
Slidell, La. 

Rice Furniture Co., Vicksburg, 
Miss.; Schnoor Furniture Store, Deni- 
son, Iowa; Henry A. Paper, Missouri 
Valley, Iowa; Allen Appliance Co., 
Omaha, Neb.; A. M. Carney Co., 
Omaha, Neb.; L. A. Moser, Villisca, 
Iowa; A. H. Breunig, Leig, Neb.; 
Precise Refrigeration Service, Chi- 
cago; Fried’s Department Store, 
Chicago; American Radio Stores, 
Chicago. 


Model Kitchen, Plenty of 


Browsing Space Provided 


In Canadian Dealer’s New Appliance Quarters 


WESTMOUNT, Que., Can.—De- 
signed to give appliance prospects 
plenty of room to browse around in 
without being bothered by aggressive 
salesmen is the modern showroom 
opened recently by Modern Household 
Appliances, Ltd. 

The dealership was remodeled 
along modern lines, and incorporates 
many ideas picked up by H. M. Milne, 
president, during visits to stores in 
many parts of the United States. 

Attractiveness of surroundings and 
easy accessibility of appliance dis- 
plays to prospects were the two 
main objects behind the remodeling. 


Center of the display room is a 
model kitchen, incorporating a sink 
unit developed by Mr. Milne himself, 
and combining a refrigerator, range, 
and sink into a 60-inch space. Just 
back of the kitchen is Mr. Milne’s 
office, arranged so that he can see, 
through the venetian blinds, any 
customer who enters the showroom. 

The windows also give a direct 
look into the street. Desks of the 
sales and office staff are grouped at 
the left side of the store, so that 
each person has a full view of the 


display room. Desk arrangement 
also is such that prospects entering 
the store will find five or six persons 
busy at work, giving them the im- 
pression of a busy organization. 

This impression, believes Mr. Milne, 
is worth any loss of time which may 
be experienced by employes being 
distracted, since it gives prospects 
an idea of the organization behind 
every sale. 

Last year the company sold appli- 
ances worth $150,000, Mr. Milne 
says, considered outstanding for a 
Canadian firm. Principal lines of 
refrigeration handled are Frigidaire 
and General Electric, while ranges, 
both gas and electric, are of Canadian 
manufacture, either by Clare Bros. 
& Co. or Findlay’s, Ltd. Washers are 
imported from Norge. 


McCray Moves Showroom 
To Long Island City 


NEW YORK CITY—McCray Re- 
frigerator Co. has moved its eastern 
showroom and distributing center to 
35-01 Queens Blvd., Long Island City. 


Plenty of ‘Browsing Room’ For Appliance Prospects 
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Designed to permit prospects to browse around to their hearts’ content, 
Without interference from salesmen, is the new appliance showroom of 


Modern Household Appliances, Ltd. 


Office of H. M. Milne, president, 


is just back of the model kitchen display. 
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6 Carloads Are Sold In 
2 ‘Bargain’ Sales 


CINCINNATI — Six carloads of 
electric refrigerators were sold at 
“bargain prices” here recently in two 
Separate promotional gestures by 
Republic Light Co., both sales being 
publicized with large advertisements 
in Sunday editions of the Cincinnati 
Enquirer. 

Four carloads of refrigerators of 
various makes sold out in two days, 
it is reported, at prices of $47.50, 
$69.50, $89.50, and $99.50. One week 
later the store held a_ two-carload 
sale of Gibson refrigerators priced at 
$99, disposing of the lot within a 
week, it is said. 

The Gibson units were 1939 models 
of 6-cu. ft. capacity and with a five- 
year guarantee. They came in as 
regular ‘stripped’ models, but the 
store added four pieces of pottery, 
hydrator, and door to the freezing 
mechanism at a cost of $1.65. 


Hudgens To Head Dixie's 
Merchandise Dept. 


MONTGOMERY, Ala.—Robert P. 
Hudgens is the new manager of 
Dixie Electric Co.’s merchandise de- 
partment. For the past five years, 
he has been with Birmingham Elec- 
tric Co. 


G-E Names 2 Dealers 


SOUTH BEND, Ind.—The Light 
Co. and Office Engineers, both of 
South Bend, have been named full- 
line General Electric dealers. 


Pleasantaire Appoints 
14 Representatives 


WASHINGTON, D. C.—Fourteen 
district representatives have been 
named by Pleasantaire Corp. to 
appoint distributors for the com- 
pany’s three new window-type air 


‘conditioners in the territories which 


they cover. They are: 


John Bess and B. H. Lippin, New 
York City; R. H. Cupples, Minne- 
apolis; H. A. Daum, Pittsburgh; Tom 
E. Hafer and Jack Helliwell, Dallas, 
Tex.; .L. J. Horan, St. Louis; Leonard 
C. Kohn, Omaha, Neb. 


Alvin C. Leonard, Minneapolis, 
Brower Murphy and John Cota, 
Atlanta; R. G. Nelson, Chicago; J. J. 


Perlmuth, Los Angeles; Fred H. 


Sides, Charlotte, N. C. 


2 More Distributors Are 
Named By Lipman 


BELOIT, Wis. — Distributor ap- 
pointments just announced by Gen- 
eral Refrigeration Corp., maker of 
Lipman commercial and _ air-condi- 
tioning equipment, include Joseph W. 
Volz, Springfield, Mass., and W. E. 
Humez, Reno, Nev. 


N. Y. Fogel Distributor 
Opens Showroom 


NEW YORK CITY — Fogel Dis- 
tributing Co. of New York has 
opened a showroom at 40 West 62nd 
St. with a complete display of Fogel 
food storage and display equipment. 


Danforth Stages Fourth 
‘Opportunity Day’ Drive 


PITTSBURGH — Announced and 
publicized by a special three-page 
section in the Pittsburgh Post- 
Gazette, and featured by an “eye 
opening” breakfast for Westinghouse 
dealers and their salesmen and a 
consumer contest with a Westing- 
house refrigerator as _ the prize, 
“Opportunity Day” recently was held 
for the fourth consecutive year by 
Danforth Co., Westinghouse .distribu- 
tor. 

The newspaper promotion included, 
in addition to advertising, editorial 
material about “Opportunity Day” 
and its features, about Westinghouse 
refrigerators and other products 
handled by the Danforth organiza- 
tion, and about the company itself. 


Principal speakers at the break- 
fast, which was held in the Schenley 
hotel at 7:45 on the morning of the 
drive, were R. C. Cosgrove, manager 
of Westinghouse’s domestic refrig- 
eration department, and V. E. “Sales- 
man Sam” Vining, director of depart- 
ment store sales for Westinghouse. 


The one-day contest provided that 
the person purchasing a Westing- 
house refrigerator on ‘Opportunity 
Day” and submitting the best 10- 
word statement telling which of the 
five temperature zones in the refrig- 
erator appealed most to him would 
be given, free of charge, the refrig- 
erator which he had purchased. 


New Crosley Dealership 


ROCHESTER, N. H.—J. A. Mor- 
rill has opened a Crosley refrigerator 
sales and service dealership here. 
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IS THE FINAL TEST OF MERIT 


e@ You can’t tell how fast a racing car will go by looking at it while 
it’s parked. Neither can you judge the merits of a compressor shaft 
seal without ‘‘giving it a whirl’’ on a compressor shaft. Perform- 


ance is the only certain gauge of functional efficiency. 


@ Those who have already tested and compared the cost, ease and 
speed of installation, quiet operation, length of life and freedom 
from re-servicing of Rotary Shaft Seals know the reasons for their 
record-smashing popularity. However, there’s no proof like seeing 


Write for Convenient 
New Wall Stock List 


for yourself, so why not make a few Rotary installations as a test 
and check results with those obtained from seals you have been 
using? 


@ If you’re a service engineer you'll find that every Rotary Shaft 


Seal you install puts money in your pocket, and proves an in- 
vestment in customer good-will that pays a dividend in added 
business. Service organizations too, will find their installation 
means increased efficiency at lower cost, and these are items worth 
a trial in any man’s language. 


You now have the added advantages of improved models and lower prices 


ROTARY SEAL COMPANY 


803 West Madison Street * Chicago, Illinois 
Continental European Office: Waldorpstraat 52, Den Haag, Netherlands 


Canadian Office : 382 Victoria Avenue, Westmount, Montreal 


ROTARY SHAFT SEAL 
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Tax Revision 


OUIS RUTHENBURG, Servel’s 
L scholarly president, believes 
that securing tax revision is the 
most important task before Ameri- 
can business and American busi- 
ness men today. Speaking before 
a Chamber of Commerce dinner 
in Washington, D. C., recently, he 
declared: 


“The nation’s only hope for 
future financial solvency seems to 
rest upon an early and substantial 
increase in the nation’s total 
annual income. This necessary 
expansion must come from busi- 
ness activity, and it will come 
from business activity when our 
legislators relieve business of the 
many burdensome laws which now 
tend to dry up the one source 
from which increased tax revenues 
can be had.” 


Requires Major Attention 
Of Business Executives 


Mr. Ruthenburg has succinctly 
stated the nation’s No. 1 problem. 
All talk about business men “living 
up to their responsibilities as 
makers of jobs” is just so much 
piffe as long as increasingly high 
and increasingly complicated taxes 
force them to hire fewer people, 
and spend less time thinking about 
ways and means of increasing 
business in order to spend more 
time thinking about how to deal 
with the taxing bodies. 


To mix up the metaphors, the 
government is putting the cart 
before the horse, and _ slowly 
strangling the goose that used to 
lay the golden eggs. There’s one 
law that Congress can’t repeal, 
and that’s the Law of Diminishing 
Returns. 


Restrictive & Punitive Taxes 
Dry Up Sources of Revenue 


Talk to any business man today, 
and you'll find that the one thing 
that worries him most is Taxes. 
This applies to the small retailer 
as well as to the mighty corpora- 
tion. And the tax problems of 
the latter react on the former. In 
1937 one refrigerator manufacturer 
paid federal taxes amounting to 
$2,300,000. And dealers wonder 
why longer discounts aren’t pos- 
sible! 
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Another manufacturer is cur- 
rently paying wages amounting to 
an average of $1,382 per employe, 
while annual taxes amount to 
$429 per employe per year. 


Mr. Ruthenburg puts the matter 
very persuasively: 


“In the final analysis American 
business simply pleads for the 
privilege of continuing to function 
effectively as the public servant 
which has played an important 
part in bringing to the American 
working man and the American 
public generally, including the 
American office holder, the highest 
material standards of living ever 
achieved in the history of the 
world. 


Business Hamstrung In Efforts 
To Boost Living Standards 


“The best services of American 
business are now needed as never 
before by every American social 
group and by every American 
citizen. Lashed and starved and 
strangled by punitive legislation, 
American business simply cannot 
function as it should—nay, as it 
must—if our pressing economic 
and social problems are to be 
solved. 


“Business unrestrained by pres- 
ent restrictive, punitive, and de- 
structive legislation, not only in 
the field of taxes but in other 
areas of business activity, can go 
forward rapidly to create a greater 
national income than we have 
had at any time in the past—an 
income that will surpass the most 
optimistic hopes of the present. 


“To quote a famous Democratic 
President, the country at large, 
including all American business, 
is confronted by ‘a condition—not 
a theory.’ The time for action 
has arrived—in fact, is overdue. 


Ruthenburg Suggests 
Non-Partisan Tax Board 


He asks: 


“Would it not be a measure of 
constructive statesmanship to place 
tax planning and specific recom- 
mendations in tax matters to the 
Congress within the control of a 
well qualified, permanent, non- 
partisan board, which would ap- 
proach our. present confused, 
inefficient, self-defeating aggrega- 
tion of tax measures with an 
objective, long range, constructive 
viewpoint, calculated gradually to 
bring order out of chaos and to 
develop a carefully correlated tax 
program, scientifically planned to 
produce maximum revenue and to 
avoid undue restriction of those 
activities which are essential to 
develop increasing national in- 
come? 


Taxation Should Not Be Left 
To Haphazard Politics 


“Our terribly serious tax prob- 
lem can be partially solved by 
immediately relieving business of 
restrictive tax burdens. 


“Attainment of ultimate opti- 
mum results, however, will require 
consistent, scientific study by 
properly qualified experts whose 
work must be continued indefi- 
nitely. 


“Has American statesmanship 
ever faced a more compelling 
challenge? How else can we 
arrest the alarming decline in the 
standard of living which has been 
apparent for 10 years and which 
now shows no sign of improve- 
ment? 


“In the absence of such con- 
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They'll Do It Every Time . . . 


By Jimmie Hatlo 
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structive measures, there is every 
reason to believe that the operation 
of the inexorable law of diminish- 
ing return will force the American 
standard of living to ever lower 
levels until a return to those living 
standards which existed in 1929 
will no longer be possible.” 


Congress and the Treasury 
Now In Mood For Revision 


For the last half dozen years, 
business men have been inclined 
to throw up their hands and say: 
“What can you do, so long as 
Roosevelt is in power?” 


But that attitude is no longer 
entirely justified. Congress seems 
to be Congress once more, and 
not just a body of rubberstamp 
approval of legislation drafted by 
Ben Cohen and Tommy Corcoran. 
And in the Administrative depart- 
ments there now are men who 
really understand the way a society 
based on free enterprise actually 
functions. 


Prime example is Undersecre- 
tary of the Treasury Hanes. He 
is now telling Congress and the 
President that recovery is being 
held up by the freezing of equity 
capital. He has interesting sets 
of figures to prove his point. And 
what holds up the investment of 
capital in productive enterprise? 
“Taxes,” he answers. 


Undersecretary Hanes Proposes 
Constructive Changes 


Undersecretary Hanes is now 
proposing—and actively lobbying 
for—these changes in the federal 
tax structure: 


1—Repeal the corporation un- 
distributed surplus tax. 


2—Remove the $2,000 limitation 
on the sum of capital losses a 
corporation can charge against 
capital gains. 


3—Permit corporations to carry 
forward for three years for tax 
purposes any excess of operating 
losses. 


4—Establish an 18% corpora- 
tion income tax on _ concerns 
earning more than $25,000 net 
annually. 


5—Retain the capital-stock and 
excess-profits taxes, but permit 
corporations to declare a revalua- 
tion of their capital value this 
year instead of delaying until 
1941. 


site. ae 
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“No Profits, No Progress,’ 
Declares Hanes 


It is Mr. Hanes’s belief, as 
expressed to a group of business 
paper editors, that we cannot 
generate our maximum prosperity 
except under a freely working 
system of private enterprise. “No 
profits, no progress,” he insists. 
On the other hand, he points out: 


“$100,000 of profits will make 
possible the purchase of up to 


$2,000,000 of goods. No other 
force except profits, under our 
capitalistic economy, allows the 


dollar to multiply itself.” 


Brookings Institution Outlines 
Complete Tax Program 


It is interesting to note that 
the Brookings Institution, that 
eminent and widely respected 
impartial fact-finding body, comes 
to practically the same conclusions 
on means of tax revision as has 
Undersecretary Hanes. In its just 
released study of taxation, Brook- 
ings Institution makes (in brief) 
the following proposals: 


CORPORATION INCOME TAX 


Small corporations should be 
allowed a credit of $3,000. 


Operating losses should be de- 
ductible from income for a period 
of two years. 


Capital gains and losses should 
be disregarded in calculating the 
tax. However, if the Congress 
insists on taxing capital gains as 
income, capital losses should be 
deductible. 


The tax on intercorporate divi- 
dends should be abolished. 


Greater flexibility should be 
permitted in the handling of 
depreciation charges, the percent- 
age to be varied in relation to the 
volume of business. 


CAPITAL STOCK AND 
EXCESS PROFITS TAX 


Both taxes should be eliminated. 
If it be deemed necessary to main- 
tain the existing volume of revenue 
from corporation levies, the result 
should be gained by an increase 
in the rate on corporate income. 


SOCIAL SECURITY TAXES 
The old-age annuities should be 
financed on a pay-as-you-go basis 


rather than by the accumulation 
of a huge reserve. 


ties should be temporarily from 
1 to % of 1%, and be subsequently 
increased only as benefit payments 
necessitate. 


The modest contingent reserves 
should be invested in outstanding 
government bonds at current rates; 
and the financial administration of 
the system should be segregated 
from the fiscal operations of the 
Treasury. ; 


UNDISTRIBUTED PROFITS TAX 
This tax should be abolished. 
PERSONAL TAXES AND 
TAX-EXEMPT SECURITIES 


The surtax rates in the upper 
brackets should be substantially 
reduced. 


The normal 
corporate dividends 
eliminated. 


income tax on 
should _ be 


Capital gains and losses should 
be disregarded. However, if this 
is not done, deductions for capital 
losses should be allowed. 


The federal income tax should 
be made to apply to state employes 
and federal employes _ should 
similarly be subjected to state 
income taxes. 


Talking About It Won't 
Help Much; Action Needed 


This is a program for recovery 
which seems to meet with the 
hearty approval of business men, 
independent economists, the Treas- 
ury Department, and many mem- 
bers of the House Ways and Means 
Committee (which agreement is in 
itself something of a miracle). 


But merely talking about such 
a program won’t help. What 
American business is crying for 
now is action. 


Congress Should Revise Tax 
Structure In Current Session 


Every reader of this editorial 
can help by writing to his Con- 
gressman and his Senators that 
he subscribes whole-heartedly 0 
Undersecretary Hanes’s proposals, 
and the findings of the Brookings 
Institution, as the best means of 
promoting recovery. But he should 
emphasize that tax relief of this 
nature is needed now, and should 
be legislated during the current 
session of Congress. 


As Mr. Ruthenburg said in his 
speech: 


The rates for the old-age annui; 
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“Time’s a-wasting.” 
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LETTERS 


Life Defends 
Article On “Quicold” 


Life 
Time & Life Bldg., Rockefeller Center 
New York , 
Publisher: 

Despite the very kind things which 
you have said of Life in your issue of 
March 29, I am naturally disturbed 
that Air CONDITIONING & REFRIGERATION 
News should have made so extensive 
a display of Life’s article on “Quicold” 
and should have presented it in a 
format which, I am afraid, might 
create a misleading and unintentioned 
impression that Life’s story had not 
been a thoroughly accurate report, as 
it was. 

Please be assured that we do indeed 
feel that your telegraphic survey of 
refrigeration authorities constitutes a 
both clever and energetic bit of 
journalism. However, I am sure you 
will agree that the replies of the 
chemists consulted confirm that, de- 
spite the fact that such reactions had 
been known in the field of chemistry 
for some time, Life was correct in 
emphasizing that commercial applica- 
tion of the devices constituted a news- 
worthy event of public interest. As 
you will appreciate, we do _ not 
undertake publication of stories of 
this or any other type without care- 
ful research, and we were naturally 
aware that similar reactions had 
long been known to exist. Yet, 
learning of the projected commer- 
cial application, we investigated Mr. 
Sherton’s process most carefully, 
having three demonstrations made 
before Miss Dorothy Larson, assistant 
to the science editor of Life, and two 
other staff members at the “Quicold” 
laboratory-offices in New York. I 
do not in any way suggest that AiR 
CONDITIONING & REFRIGERATION NEWS 
was not properly advised in bringing 
this to the attention of the industry 
or in asking the industry for in- 
formed comment, but I am sure you 
will appreciate that we are indeed 
troubled when any impression is 
created that Life material is not 
authentically documented. In _ this 
instance, it is likewise unfortunate 
that Air CONDITIONING & REFRIGERATION 
News has reproduced the copyright 
pages of Life Magazine without 
our permission. We are normally 
glad to grant such permission to 
business or industrial papers where 
Life material concerns their own field, 
but feel that in future instances 
where material is of interest to such 
publications, the preferable procedure 
is to request reprint permission be- 
fore such pictures are used. 


I therefore hope that in the future 
you may thus both obtain permission 
before using Life material and also 
in cases where you feel there is a 
possible doubt of accuracy, be so good 
as to consult us in the matter before 
commenting, for I am sure we could 
be very helpful in clearing up any 
similar misunderstandings. 


Otis PeasBopy SwiFrt 


Answer: We have a very high 
regard for Life and have been greatly 
impressed by the very’ thorough 
manner in which the editorial mate- 
rial is handled. It was because of 
this well-deserved reputation for high 
standards of editorial accuracy that 
we felt impelled to call attention to 
one serious error (in our opinion) in 
the article in question. 


It failed to explain that there is 
nothing whatever new about a 
powder which will produce a refrig- 
erating effect. Your letter states that 
you were “naturally aware _ that 
similar reactions had long been known 
to exist,” but there is nothing in the 
published article as it appeared in 
Life, giving that important informa- 
tion. 

The headlines and comments, to- 
gether with the letters and the techni- 
cal data published in Air CoNDITIONING 
& REFRIGERATION News, all emphasized 
this one point. 


Please note that we did not ques- 
tion the ability of Mr. Sherton’s 
powder to “cool a can of beer in a 
minute” or perform other refrigerat- 
ing effects. On the contrary, we even 
Suggested that Mr. Sherton’s formula 
might possibly have advantages not 
found in other well-known freezing 


mixtures, particularly the elimination 
of corrosive action. 


GULLIBLE INVESTORS 
LOVE SCIENTIFIC MIRACLES 


Now, we believe that your treatment 
of this subject deserves criticism, be- 
cause of its possible effect in mislead- 
ing that great section of the public 
which consists of gullible investors 
whose greatest weakness is in the 
field of scientific miracles. 

Since we have been closely asso- 
ciated with one of the successful new 
industries, we have had an oppor- 
tunity to learn a great deal about the 
losses which are suffered by the 
public through misguided, over-en- 
thusiastic or dishonest exploitation of 
inventions and _ so-called scientific 
discoveries. 

Millions of dollars have already 
been lost by small investors who put 
their money into unsound schemes 
for the promotion of various refrig- 
erating devices. Right now the public 
is being exploited through a variety 
of schemes capitalizing upon the 
future possibilities of air conditioning. 

We reproduced your illustrations 
and furnished the additional informa- 
tion regarding well-known freezing 
mixtures for the specific purpose of 
warning our own readers who may, 
in turn, advise their friends and cus- 
tomers regarding the possibility of 
fraudulent promotions based upon 
this story in Life. 

You must realize that it would be 
very easy for a designing cheat to 
produce another mysterious powder 
and demonstrate it in an equally 
spectacular manner. With a copy of 
Life and a formula from the Chemical 
Engineers Handbook, he would have 
most of the equipment needed. He 
would point to Life in proof of his 
glib story about the marvelous future 
for this long-sought perfect refrig- 
erant. No doubt he would claim that 
he, too, had been working on the 
“invention” for years. He might even 
assert that his own formula was 
superior to that of Mr. Sherton. 

Now, with reference to the matter 
of reproducing the copyrighted pages 
of Life magazine without your per- 
mission, may we call your attention 
to the fact that the copyright laws 
do not forbid reprinting for purposes 
of legitimate criticism. Numerous 
decisions have interpreted the copy- 
right laws to permit such reproduc- 
tion, including illustrations and other 
material which may be necessary to 
present such criticism effectively. 
There was nothing which could be 
construed as piracy in our use of the 
material from your pages. Far from 
interfering with the sale of any copies 
of Life, it probably resulted in the 
additional sale of at least a few copies. 
For further information on this sub- 
ject, please see enclosed copy of ex- 
tracts from “13 Corpus Juris” appear- 
ing on page 1127 under the caption 
“Copyright and Literary Property.” 


Copyright Law 


Permits Criticism 


“COPYRIGHT AND LITERARY 
PROPERTY” (SECTION 300) d. 
EXTRACTS AND QUOTATIONS 


“Making extracts, even if they are 
not acknowledged as such, appearing 
under all the circumstances of the 
case, reasonable in quality, number 
and length, regard being had to the 
object with which the extracts are 
made and to the subjects to which 
they relate, is a fair and noninfring- 
ing use. Thus it is not necessarily 
piracy for a reviewer or commentator 
to make use of extracts or quotations 
from a copyrighted work for the pur- 
pose of fair exposition or reasonable 
criticism. If extracts and quotations 
are taken for the purposes of criti- 
cism, comment, or illustration, con- 
siderable license is allowed, for the 
selection of extracts for such pur- 
poses, so far from being injurious, is 
often beneficial to the sale of the 
book from which they are taken. 
But the extracts or quotations may 
be taken for other purposes than 
those of criticism and comment. A 
writer may make use of passages 
from a copyrighted book for the pur- 
pose of illustrating or enforcing the 
propositions of the text. Fair quota- 
tion is not infringement. Excessive 
quotation is an infringement. But 
the limits of permissible use of ex- 
tracts for this purpose are much 
narrower than when they are taken 
for the purpose of criticism and com- 
ment. In any case it is illegitimate 


to publish extracts to such an extent 
that the publication may serve as a 
more or less complete substitute for 
the work from which they are 
borrowed. A test frequently applied 
is whether the extracts as used are 
likely to injure the sale of the original 
work, but, as has been seen, competi- 
tion between the respective works is 
not a necessary element of infringe- 
ment. If so much is taken that the 
value of the original is sensibly 
diminished, or the labors of the author 
are substantially or to an injurious 
extent appropriated, that is sufficient 
in law to constitute a piracy.” 


England Has Plenty 
Of Cold Storage 


International Refrigerator Co., Ltd. 
54 Victoria St., London, Eng.’ 
Editor: 

On page 6 in your issue of April 12 
and in the article headed, “How Our 
Neutrality Might Boom Refrigera- 
tion’ Trade” you make some remarks 
which obviously indicate ignorance of 
the true _ facts. Whether or no 
American manufacturers’ will be 
allowed to export refrigerators to 
Great Britain in the event of war is 
not a question for discussion, because 
it is very doubtful if we will need 
any additional refrigeration. 

The total cubic feet capacity of 
public cold storage in this country is 
not only too large during times of 
peace, but it is also considered more 
than adequate for war time purposes. 
Even during the past year of inter- 
national tension and growing British 
preparedness, we have witnessed a 
not inconsiderable amount of refrig- 
erated storage space go out of com- 
mission. 

We have today approximately three 
times as much refrigerated storage as 
we had at the commencement of the 
Great War, the present figure being 
in the region of 50,000,000 cu. ft., to 
which we must add a further 25,000,- 
000 cu. ft. of private cold storage in 
units of 2,000 cu. ft. and upwards. 

During the past 10 years there has 
been a rapid expansion in the sale 
of small plants ranging from 100 cu. 
ft. up to 2,000 cu. ft., so if we take 
into consideration all those plants of 
below 2,000-cu. ft. capacity, we could 
add at least another 12,000,000 cu. ft. 
to our total. In brief, therefore, this 
country possesses not far short of 
90,000,000 cu. ft. of cold storage plant, 
which is more than sufficient for war 
time measures. 

There are adequate stocks of both 
household and commercial machines 
to take care of abnormal require- 
ments for at least a year, apart from 
the fact that there are many promi- 
nent firms who have the necessary 
plant and skill to produce any further 
quantities that we may require. 

H. C. TiMeEweELL, 
Joint Managing Director 


Answer: These statistics on Eng- 


land’s cold storage facilities are 
highly interesting, and the News is 
glad to receive and to publish them. 
As to whether or not such facilities 
would be “adequate” in case of war 
depends on how long the war would 
last and how effective the German 
submarine blockade might .become. 

Experience in the wars in Spain 
and China—mere “bush league” affairs 
compared to the possible European 
holocaust—indicate that modern me- 
chanized warfare stretches out over 
considerably longer periods than its 
instigators have estimated. 

However, as reported in an inter- 
view with Sir Owen Chalkley (com- 
mercial director of the British Em- 
bassy in Washington, D. C.) in the 
April 19 issue of the News, British 
planning boards are thinking now in 
terms of stores of canned foods rather 
than stores of refrigerated foods. 

Hence, Mr. Timewell’s view that 
heavy purchases of _ refrigerating 
equipment from the United States in 
time of war would not be required 
seems essentially justified. 


Interstate Electric Is 
Hotpoint Distributor 


Edison General Electric 
Appliance Co., Inc. 
5600 West Taylor St. 
Chicago, Ill., U.S.A. 
Editor: 

On page 11 of the April 26 issue of 
AiR CONDITIONING & REFRIGERATION NEWS 
in column five there appeared an 
announcement to the _ effect that 
Taylor & Freeman are Hotpoint dis- 
tributors. 

This announcement was not correct. 
Messrs. Taylor and Freeman are Hot- 
point dealers in Ruston, La., operating 
under the name of North Louisiana 
Appliance Co. The distributor for 
Hotpoint appliances in that territory 
is the Interstate Electric Co. of 
Shreveport. 

If it is at all possible, we would 
appreciate having a correction pub- 
lished regarding this notice, because 
it might lead to some confusion among 
Hotpoint dealers in that area. 

CLINTON Brown, 
Director, Press Bureau 


Information on ‘Orphans’ 


Considered Helpful 


B & B Refrigeration Service 
625 South St., Elizabeth, N. J. 
Editor: 
Enclosed is a money order for the 
sum of $4.00 for your Household 
Service Manuals Nos. 1, 2, 3, 4. 


I am quite sure they will be of 
great help to me in my Garage Serv- 
ice Shop as I have had quite a num- 
ber of calls on the orphan types of 
refrigerators. 


Will renew my subscription for the 
NeEws before my present subscription 


runs out as I find it quite valuable 
to me. 

JOHN Boros, - 

Manager 


Wants Heat Load Chart 


In Larger Scale 


H. A. Lemmon & Son 
46 27th St., Wheeling, W. Va. 
Editor: 

Your issue of March 22, page 14 of 
Commercial Refrigeration. 

Reference Heat Load Chart. This 
chart is one of the best, to our knowl- 
edge. The chart being of small scale 
is hard to read. Can you furnish a 
larger scale, if so we would like to 
have one or two. Advise price. 

In case no larger scale is available, 
let us have two more issues of the 
NEws. 

We like the News very much. 


J. LEONARD SHAFER, 
Accounting Dept. 


Firms That Sell Used 


Refrigerators 


Howard Kershner 
1115 Scribner Ave., N. W. 
Grand Rapids, Mich. 
Editor: 

Enclosed is $4.00 in money order for 
AiR CONDITIONING & REFRIGERATION NEWS 
for one year. Can you send me the 
1939 Specifications of Household Elec- 
tric Refrigerators published March 29? 

Please enter my _ subscription at 
once. 

Howard KERSHNER 


P.S. Do you know of any firms in 
Chicago or Detroit that sell used 
refrigerators? Let me know please. 


Finds ‘Booklet’ 


Very Interesting 


2448 N. 27th St. 
Philadelphia, Pa. 


Sirs: 

Received a booklet of yours from 
one of my refrigeration companions 
and find it very interesting. Can you 
please send me the series of Master 
Service Manuals, the booklet covering 
commercial refrigeration, Manual No. 
C-1. 

I. Ostrorr 


Lost Without It 


Klett Radio & Refrigeration Service 
Selkirk, N. Y. 
Editor: 

Enclosed you will find $1.00 for 
manual on “How to Select and Install 
Air Conditioning Systems.” : 

I consider your News tops—would 
be at a complete loss without it. 

Henry Kiet, II 


Why Curtis is the Extra Proféd Line 


HE Curtis Refrigerated Store and Office Cooler materially 
increases your interest in the Curtis line of refrigeration 
and air conditioning equipment since it is another reason 
why -you'll make more money handling Curtis products. It 
opens up a new market for the Curtis dealer — makes pos- 


sible more sales and profits. 


Here is a complete factory designed, packaged air con- 
ditioning unit—Mechanically cools, dehumidifies, circulates 
and filters the air— Adaptable for heating, too — Easily 
installed — Two sizes, 3 and 5 tons. 

If your present line does not include packaged units as 


45 Air Cooled Units—42 Water Cooled Units—1/6 to 30 h.p. 


well as a com- 
plete range of re- 
mote equipment, 
get in touch with 
Curtis at once. 

Wire or write 


today. 


CURTIS REFRIGERATING MACHINE CO. 


Division of Curtis Manufacturing Co. 


1912 Kienlen Avo 


St. Louis, Mo. 


A Record of 19 Years 


PROVES its worth to You! 


Performance 
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Department Store Conditioning System Combines Direct Expansion and Refrigeration 


Zone Controllers in 


Caer 
a 


Storage 


Conditioned Area 


| 
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Check Valve Ye | |  y = 7 a Return Air 
| | - - 
be. Ina ny, / } / 
SE ——f- 4 ; | = 0 
a 7. GE Ls. 
fk ; | \ : 
E | | Low Pressure Direct Expansion Conditioners ba—T ba —T be be, oO 
r : pi Float i. rn iia ~ Air 
| a Three-Way l Pt 
Valve ft\ a 
= ) , an an TTY! Ps | 
T . 
- WU | op ! 
lee & Cold Water Storage ty ) : a 
= eee \ \ | | 
a c= > Oa a ee eens +: a a Pies me y . oy ee, Se Return Air 
| Cold Water 
|p Zone Controllers in 
| Conditioned Area 
Centrifugal Pump : 
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| 
; Receiver 
In this combination direct-expansion and refrigeration 
storage system, refrigerant flows to direct-expansion 1 ey 
conditioners until they are satisfied, and is then directed | 
to an ice and cold water storage tank, resulting in i oe 
continuous compressor operation. Control of refrigerant | Conmnsnees 
flow is by means of a pressurestat in the suction line. P 
| f& 


Compressor Runs Continuously To Store 


Ice For Periods of Peak Capacity 


zones in the store—seven are 5,000 
c.f.m. units, and the other three have 
4,000 c.f.m. capacity, a_ total of 
47,000 c.f.m. 

Fresh air entering the plenum 
chamber which houses the _ direct- 
expansion conditioners must pass 
over water-cooling coils, served by 
35° F. water from the refrigeration 
storage tank. 

This tank is constructed of black 
steel boiler plate, and is 10 feet wide, 
22 feet long, and 8 feet deep. The 
tank contains 4,000 lineal feet of 
black seamless steel pipe, and all 
joints are welded. 

Suction headers in the tank are 
built of 8-inch pipe, liquid headers 
are constructed of 4-inch pipe, auxili- 
ary headers are 2-inch in diameter, 
and pipe coils, spaced on 77-inch 
centers, are %-inch in diameter. 

Ice forms on the coils from 2% to 
3 inches thick, providing a means of 
storing latent heat. A check valve 
prevents the storage tank from 
becoming a low pressure condenser 
at night, or during other periods 
when the system is shut down. 


FORT SMITH, Ark.—Refrigeration 
storage and direct expansion have 
been combined in the 130-ton air- 
conditioning system installed in the 
Boston Store Dry Goods Co. here. 
Designed by C. Robert Ingram, engi- 
neer for Southwest Airtemp, Inc., 
and Joe H. McCrary of the Tulsa 
Public Service Co., the system is said 
to possess a number of favorable 
operating characteristics. 

Unlike the usual “refrigeration 
storage” air-conditioning system, 
which stores up cooling capacity at 
“off-peak” periods, the Boston Store 
system utilizes its direct-expansion 
coils to the fullest advantage at all 
times, and depends on the “storage”’ 
to carry the load past daily peaks. 

Theory behind the design of the 
system was to (1) save on demand 
charges for electricity, (2) use direct- 
expansion coils to the fullest extent, 
(3) use the stored load as a reserve, 
(4) pre-cool entering outside air 
from the storage load, (5) keep the 
maximum of refrigerant available 
for direct expansion at all times, and 
(6) operate the system at unusually 
high suction pressures—between 50 
and 55 Ib. at all times. 

Refrigerant lines from the 75-hp. 
Airtemp compressor run to. the 
direct-expansion coils, to the storage 
tank, and to the liquid receiver. This 
receiver is large enough to hold the 
entire charge of refrigerant used in 
the system. 

Direct-expansion coils are located 
in 10 conditioners, which serve five 


CYCLE OF OPERATION 


The system was designed to permit 
the refrigeration machine to operate 
almost continuously. For this reason 
it is under manual control, and must 
be re-started by the engineer on the 
job, should all parts of the system be 
satisfied at one time. Design of the 
system does not contemplate that 
the compressor will stop. 

When the system is started in the 
morning, it is operated until the 
direct-expansion coils are satisfied— 
i.e., until air in the store is reduced 
to the proper temperature for com- 
fort. During morning hours, depart- 


No Joints! No Leaks! 


Anaconda Copper 


Refrigeration Tubes 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
Rome’s ability to provide trouble 


free condensing equipment. Rome 
Water Cooled Condensers are used 
by many leading compressor manu- 
facturers. Write for complete in- 
formation. 


ROME-TURNEY 
RADIATOR COMPANY 
222 Canal Street 


THE AMERICAN BRASS CO. 
ROME, N. Y. FRENCH ech yale ecg 


General Offices: Waterbury, Conn 


a> 
Fs 


Directed Installation 


¥ 


ORVILLE E. SAVAGE, president 
of Southwest Airtemp Co., firm 


which installed the system in 
Boston Store Dry Goods Co. 


ment store patronage may be light, 
and the latent load from people in 
the store is proportionately light. 

As soon as the direct-expansion 
coils cease to call for refrigerant and 
the compressor starts to pump down, 
the refrigerant is diverted to the 
storage tank, where it is used to 
build up ice against the load which 
will occur later in the day. 

When the suction pressure begins 
to fall as the compressor operates, 
a pressurestat in the suction line 
actuates a solenoid in the liquid line 
to the storage tank, and energizes the 
storage system controls. The com- 
pressor continues to operate and 
“store” refrigerating capacity until 
the expansion coils again call for 
refrigerant. Should both parts of the 
system become satisfied, and a rise in 
suction pressure occur, a refrigerant 
bypass is provided to prevent a 
freeze-up in the storage tank coils. 

Control of the system is by means 
of Minneapolis-Honeywell compen- 
sated thermostats, which operate 
solenoid valves in the liquid lines 
running to the direct-expansion coils. 
Fans, like the compressor, are manu- 
ally controlled, and designed to run 
at all times. Alco solenoid and 
expansion valves are used. 

Condensing of the refrigerant is 
handled by a Schubert-Christy red- 
wood atmospheric spray tower, lo- 
cated on the roof of the building. 


Refrigerating machinery and the 


storage tank are located in a build- 
ing which was added to the rear of 
the store to house this equipment. 

Mr. Ingram reports that the sys- 
tem has been operating in a very 
satisfactory manner during the past 
two years, and that he favors a 
design of this type on many jobs for 
a number of reasons, including econ- 
omy of operation. Orville E. Savage 
is president and general manager of 
Southwest Airtemp, Inc., the firm 
making the installation. 

Details of the direct-expansion con- 
ditioners, storage tank, piping, and 
control system are shown in the 
drawing on this page. 


Half of N. Y. Jobs Due 
To World’s Fair 


NEW YORK CITY—One hundred 
and twenty-seven installations of 
air-conditioning equipment, with a 
combined load of 6,057.05 hp., were 
contracted for in the metropolitan 
New York area during the first 
quarter of this year, according to 
statistics compiled by the Consoli- 
dated Edison Co. of New York, Inc. 

Thirty-two of the installations were 
made in connection with the World’s 
Fair, and 31 more were made in the 
city’s retail stores, which anticipate 
considerable added business from 
Fair visitors. Four department store 
installations also were made during 
the period. 

Restaurants were high on the in- 
stallation list with 21 jobs reported. 
Largest system installed during the 
year’s first three months was one 
for 1,800 hp. in an office building. 


Tabulated list of installations made | 


during the period follows: 


PE cee chaheedies bo4S wes DRA KC eeae 2 
Barber SHOPS ....scscccsccessecees 2 
Ce Sos seawees accent es0s.b0556s.0% 1 
Hotels, Public Rooms ............ 3 
Hotel, Guest Rooms .............. 1 
Ce BEEN, kk cass teeseiceesess 1 
Offices, Miscellaneous ............. 10 
EE bo Sand nie hed ¥ 08 b.6¥9 male 21 
PSPC TeeT ere ree eT cere 10 
Stores, Department .............-. 4 
CEE 54 66566: 00 6 0d00 ewes 31 
Miscellaneous Commercial ........ 3 
OD vc bc ccenen sod e6 Fea 2 
New York World's Fair........... 32 
Candy Manufacturing ............ 2 
Drug Manufacturing .............. 1 
Miscellaneous Industrial .......... 1 


“YES SIR... 
IT’S A SUPERIOR ECONOMIZER”! 


It will increase the overall capacity, and reduce 
the running time of your commercial job 
AS MUCH AS 20%. 

ECONOMIZERS prevent sweating and frosting of 
suction lines--save compressor repairs caused by 
oil slugging—provide for active use of 100% of 
evaporator surface—and bring ‘’on-the-line’’ jobs 
within the normal cycle range. 

A profit-sharing investment for the merchant— 
a money-maker for refrigeration men! 

Write for Bulletin R7—it contains valuable infor- 
mation on Heat Exchangers. 


Sold by leading jobbers everywhere 


SUPERIOR VALVE & FITTINGS COMPANY 
500 THIRTY-SEVENTH STREET + PITTSBURGH, PENNA. 
Export Department: 100 Varick Street, New York, N. Y. 
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Heat Load of Law Books 
Presents an Unusual 


Cooling Problem 


DENVER — Air conditioning has 
made the law library of the Symes 
building, one of the city’s largest 
office buildings, an increasingly popu- 
lar summer rendezvous of the legal 
fraternity. 

Owned and operated by Judge J. 
Foster Symes, the building furnishes, 
as a service to its tenants, one of the 
finest law libraries in the West. The 
private property of Judge Symes, 
the legal library is located in con- 
junction with his own offices. It’s 
available, however, to all tenants of 
the building. 

When Judge Symes sought the 
comfort of air conditioning for his 
own private chamber and the offices 
of his staff members, he decided to 
also air condition the law library. 


An interesting problem encountered 
in the job, which was installed by the 
B. K. Sweeney Co. of Denver, was 
that of cooling the tons of books 
stored in the law library.  Tre- 
mendous amounts of heat were accu- 
mulated in the heavy volumes. 


Finally the problem was solved by 
running the system 24 hours a day 
for several days. At night, when the 
library wasn’t occupied, there was no 
other source of heat gain, and in a 
few days time the books were cooled 
off to a point where the system 
handled normal day-time cooling 
without difficulty. 


Conditioning Exhibit 
Planned In Chicago 


CHICAGO—Chicagoans will learn 
| how to keep cool at home and at 
| work in the combined Air Condition- 
| ing and Ventilating Expositions which 
| will open Thursday, June 1, and 
| continue until Saturday, June 10, 
inclusive, at the downtown store of 
Commonwealth Edison Co., 72 West 
Adams St. 
_ Some 25 manufacturers will ex- 
hibit their latest models at the shows 
_ and admission will be free. 


| Package-type cooling units will be 


featured in Commonwealth Edison 
assembly hall during the expositions 
In addition to these manufacturers’ 
displays,. there will be novel exhibits 
demonstrating the functions anc 
operations of the seven phases of 
complete air conditioning—cooling. 
dehumidification, circulation, ventila- 
tion, cleaning, heating, and humidifi- 
cation. 
An extensive display of attic fans 
and other types of ventilating equip- 
| ment will be shown in the company’s 
| main electrical appliance _ store. 
| separate from the air-conditioning 
| show, 
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Cewice ‘Methods 


How Service Men Can Isolate Leaks In 


Compressor Suction & Discharge Valves 


By Joe Askin, Chief Engineer, Fedders Mfg. Co. 


As there are a number of valves 
of various types functioning in a 
refrigeration system, the location of 
leaks requires more than a superficial 
diagnosis. What may appear to be a 
leak in a thermostatic or automatic 
expansion valve may on occasions be 
actually found in the compressor 
vaives. The purpose of this paper is 
to show a method of isolating suction 
and discharge valve leaks of com- 
pressors. 

Of course, it is true that once the 
head of the compressor is off, and the 
valve plate is removed, the service 
engineer may deem it advisable to 
lap both the suction and discharge 
valves. This is not necessary if he 
knows which of the two valves is 
leaking. Another thing, once an old 
valve is disturbed, it is invariably 
necessary to relap it so that if one of 
the two valves is satisfactory there is 
no necessity for disturbing it. 


TESTING DISCHARGE VALVE 


Fig. 1 shows a cross-section of a 
compressor in which the _ suction 
valve is located in the head of the 
piston. 

To test the discharge valve D for 
leaks shut off valve X. Open valve 
Y. Turn the compressor flywheel by 


hand so that the gauge P builds up to 
approximately 150 lbs. gauge pres- 
sure. Then if the discharge valve D 
leaks, the pressure reading of gauge 
P will drop gradually. 

If suction valve S leaks simul- 
taneously, the pressure reading on 
gauge P will drop very rapidly. 

If D leaks very badly, it will not be 
possible to build up the pressure 
reading on gauge P as high as it is 
desired. 

Fig. 2 shows a cross section of a 
compressor in which both suction and 
discharge valves are located on one 
plate which is bolted to the top of the 
cylinder. The test may similarly be 
conducted on such a compressor. 


SUCTION VALVE TEST 


To test the suction valve S for 
leaks (See Fig. 3) shut off valve Y. 
Open valve X. Start the compressor 
until a vacuum of 26 to 28 inches is 
the reading on gauge V. Then if 
valve S leaks, the reading on gauge V 
will increase gradually. 

If D leaks simultaneously, the 
reading on V _ will increase very 
rapidly. 

If S leaks very badly, it will not be 
possible to pull down gauge V to a 
low vacuum. 


Setup For Discharge Valve Test 


VALVE-D 


Fig. 1—Compressor with suction 
valve in head of piston. 
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Fig. 4 shows a compressor in which 
both the suction and discharge valves 
are located on one plate which is 
bolted to the cylinder. The position 
of the valves is similar to that of 
Fig. 3, and a similar test of suction 
valve S may be conducted. 


The above method does not defi- 
nitely tell which valve is leaking— 
whether it is the discharge valve D 
or the suction valve S. To more 
positively identify the leaking valve 
the following procedure may be 
followed: 

1. Shut off valve Y 

2. Pull down compressor to about 
15 inches vacuum on gauge V. 

3. Then shut off valve X. 

4. Turn the flywheel of the com- 
pressor over by hand in order to 
build up a high head pressure reading 
on gauge P. 

Simultaneously gauge reading on V 
will be reduced to a vacuum. 


BOTH VALVES LEAKING 


Then observe both gauges to see 
which gauge changes more rapidly 
than the other. This will be an indi- 
cation as to which valve leaks. A 


Inc., 


RVEL Siluer Fleet 


Smooth and 

Fleet” refrigerating machines offer you a standard 

of operating efficiency that is 3 to 5 years ahead of 
the field. Ask for the new 72-page catalog. 
Electric Refrigeration and Air Conditioning 
baie ned Evansville, Ind. 
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rapid change of both gauges, that is, 
a drop in pressure reading P and an 
increase in vacuum reading V, indi- 
cates that both valves are leaking. 

Having determined which valve 
leaks, only the leaky valve then need 
be lapped in. 


Co-op Advertising Plan 
Started By Guild 


(Concluded from Page 1, Column 1) 
(students, etc.) and part-time and 
in-and-out operators. 

Among the accomplishments which 
the Guild lists so far are the comple- 
tion of details for a uniform, work- 
able plan of workmen’s compensation 
in refrigeration service work, and a 
cooperative advertising plan which 
enables the service men to get some 
advertising, which most of them 
could not afford to do individually. 

The first advertisement of this 
type (which was designed to arouse 
the interest of other service compa- 
nies not members of the Guild, as 
well as to inform the public) had a 
headline “Refrigerators Repaired,” 
and a cut of the seal used by the 
Guild. Copy stated: 

“This seal is your guarantee of 
perfect refrigeration service. It is 
the seal of experienced, expert refrig- 
eration technicians. 

“For service, economy, courtesy, 
and efficiency . .. call the nearest 
‘Guild man’ in your neighborhood, 
listed in the following Directory:” 

Then followed a _ listing, by 
boroughs, of the members, their 
addresses, and telephone numbers. 


| temperature applications. 


New Heat Exchanger 
Line Is Introduced 
By Superior Valve 


PITTSBURGH—A new line of heat 
exchangers known as “Economizers” 
has been announced by Superior 
Valve & Fittings Co. in its Bulletin 
R7, which also contains much capac- 
ity and application data and general 
educational material for use by re- 
frigeration men. 

In the new heat exchanger, the 
high temperature liquid refrigerant, 
which travels at a lower velocity 
than does the suction gas, passes 
through the spinner-equipped inside- 
fin tube and is wiped against the 
walls of the tube many times during 
its passage. 

Higher velocity low temperature 
refrigerant from the evaporator 
enters the Economizer through one 
of the elbows. Once inside the 
exchanger, this refrigerant swirls 
around from the inlet to the outlet 
through the channel formed between 
the outer shell, inner tube, and spiral 
fins. 

This design is claimed to keep both 
higher and lower temperature fluids 
within the exchanger, and in heat 
exchange relation, for an extended 
period, thus developing high heat 
transfer capacity with a _  mini- 
mum amount of space requirements. 
Counter flow principle is recom- 
mended for all applications. 

Diagrams of two typical commer- 
cial jobs, one with and one without 
an exchanger, serve to illustrate the 
value and effects of these units. 

High temperature, flash-gas laden 
liquid is shown entering the evapo- 
rator of the standard job, and the 
approximate percentage of inactive 
evaporator surface and average de- 
gree of superheat at which the ther- 
mostatic expansion valve operates is 
shown. 

Diagram of the system equipped 
with the exchanger shows the aver- 
age amount of liquid pre-cooling, 
decrease of flash-gas, increase in 
active evaporator surface, reduction 
in superheat, and increase in suction 
gas temperature. 

The bulletin also shows the com- 
pany’s exchanger No. 681 for low- 
This unit 
is intended especially for ice cream 
cabinets, and is designed so that it 
may be installed in the service open- 
ing without cutting of cork or frame- 
work. 

A new application—the use of ex- 
changers between the compressor 
and condenser of air-cooled jobs for 
pre-cooling the hot gases before they 
enter the condenser, and thus mate- 
rially reducing peak load head pres- 


MONITOR 
MODERNIZER 


FOR OLD TYPE GE 
MONITOR REPRIGERATORS 
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MONITOR MODERNIZER CoO., 220 W. Huron St., CHICAGO 


JOBBERS WANTED 


Here is a hot item for extra sales 
and extra profits. It modernizes 
the old GE monitor type refrigera- 
tors. It greatly improves appear- 
ance and eliminates constant and 
difficult cleaning of coils. It in- 
creases efficiency of unit 10 per cent 
as it acts in a chimney-like fashion 
and creates an up-draft dissipating 
the heat units that ordinarily lin- 
ger around the coils. Inexpensive. 
Simple to install—just slip it over 
the Monitor Top and bend four 
small plates over top coil. Write 
for prices and discounts. 
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sures—also is fully described and 
illustrated. 

An exact capacity selection table is 
given to facilitate the selection of the 
proper Economizer for the job at 
various refrigerant temperatures. 
Equivalent length comparisons of 
double tube (tube within a _ tube) 
exchangers are made for each size 
and type of Economizer shown. 


Milwaukee Jobber Is Host 
To 250 Service Men 


MILWAUKEE—Two hundred and 
fifty service men from the Milwaukee 
area attended a meeting sponsored 
by Refrigeration Specialty Co., re- 
frigeration parts jobber. 

Showing of the film prepared by 
Peerless of America, Inc. to show 
manufacturing operations on_ its 
various products was supplemented 
by local entertainment, the affair 
being planned by Lee LaDue, owner 
of the jobbing organization. 

Present at the meeting, in addi- 
tion to the service men, were repre- 
sentatives of Penn, Peerless, Dayton 
Rubber, Independent Rubber, Ameri- 
can Brass, Automatic Products, 
Cutler-Hammer, and Henry Valve. 

Herman Goldberg, manufacturers’ 
representative for Ansul, Ranco, 
Chicago Seal, McIntire Connector, 
and Standard Refrigeration, also at- 
tended the party. 


REERIGER ee 
{XTRA DRY ESOTOO 


The Performance 
of Virginia sasses 
pore’ the extra- 
gid control under 
which they are 


produced. 


VIRGINIA SMELTING 


COMPANY 


WEST NORFOLK, VIRGINIA 
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Stoker News 


Best Methods of Stoker Selling Outlined 
At University of Michigan Conference 


ANN ARBOR, Mich. — Particular 
attention was given to the importance 
of industrial, commercial, and resi- 
dential stokers in the current coal 
marketing picture by Michigan coal 
dealers assembled here last week for 
the Third Coal Utilization Institute. 

Sponsored by the Extension Service 
of the University of Michigan, meet- 
ings during the two-day session were 
addressed by sales executives, stoker 
engineers, and professors from the 
College of Engineering. 


POINTERS ON SELLING 


Pointers covering “Good and Bad 
Methods of Stoker Selling’ were ad- 
vanced by Bob Anderson of Fair- 
banks, Morse & Co. Asserting that’ 
“Newspaper advertising is generally 
accepted as the best method” for 
obtaining stoker prospects, Mr. 
Anderson also stated that  stoker 
dealers should have a good display, 
adequate manpower to cover the 
market, and use direct-mail cam- 
paigns. 

Prospects obtained through these 
channels should be carefully classi- 
fied, Mr. Anderson said, and an 
analysis made of each heating plant 


surveyed, to determine whether or 


not the prospect could use a stoker 
to advantage. 

He stressed the importance of 
sizing the stoker, recommending that 
data supplied by the manufacturer 
for this purpose should be carefully 
followed. 

Presentation of the “stoker selling 
story” should include a discussion of 
uniform temperatures, comfort, con- 
venience, safety, economy, and clean- 
liness, Mr. Anderson asserted. 

Demonstrations should center 
around showing the prospect the 
importance of proper combustion in 
the burning of coal, and include an 
explanation of proper air control, the 
function of the screw or conveyor, 
the retort, and the way hopper capac- 
ity reduces the number of trips to the 
basement each day. 


‘HELP CUSTOMER BUY’ 


Advising on how to close the sale, 
Mr. Anderson said that “people are 
much more interested in what their 
money will buy and less concerned 
with what you propose to sell them.” 
On this score, he urged stoker sales- 
men to “help the customer buy” and 
not spend all the available time sell- 
ing the product. 


As several call-backs are often 
necessary to complete a stoker sale, 
Mr. Anderson said that the salesman 
should always leave his way open for 
succeeding calls. “In each of these 
call-backs you should plan to present 
at least one definite advantage the 
stoker offers your prospect,” he 
asserted. 


QUOTE INSTALMENT PRICE 


He advised quoting prices on a 
time-payment basis, as it is easier to 
take off finance charges against a 
possible cash sale than to add them 
on after a cash price has been quoted. 

Prospects expect to be asked for 
the order, Mr. Anderson said and will 
not offer to hand over the order, even 
when they are ready to buy. 

Why stoker sales should be closed 
more easily than in 1927 was dis- 
cussed by T. A. March of Iron 
Fireman, speaking on “Recent Im- 
provements in Stoker Design.” 

Back in 1927 domestic stokers had 
a selling price of around $525, a 
200-lb. open hopper, cast-iron con- 
struction, direct-motor drive, cast 
feed worm, and no air regulation of 
any kind. 


STOKER IMPROVED 


Stokers today have a selling price 
of around $250, a 500-lb. capacity 
closed hopper, pressed-steel construc- 
tion, automatic air regulation, belt 
drive, and a wrapped steel coal worm. 

With the colorful finish and mod- 
ern styling similar to the automobile, 
the 1939 stoker has a definite ‘eye 
appeal,’”’ Mr. Marsh said. 

Improvements were separated into 
five groups, beginning with those 
that save fuel and reduce fuel bills. 
These included improved _tuyeres, 
retorts, air volume controls, and 


KEROTEST 
| Drigenalion Luclly flings 


“KEROTEST was one of the first manufacturers 
of forged brass valves and fittings to utilize 
the advertising pages of Air Conditioning & 
Refrigeration News. The fact that we have 
consistently used the publication year after 
year without interruption is the very best evi- 
dence any manufacturer can furnish as to his 
opinion of the value of your publication. 
--J. A. Strachan, Sales Mgr., Kerotest Mfg. Co. 
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business 
Still 
season.” 


a company and_ general 
continuity is an important element. 


others believe 


When advertising is used to build the reputation of 
its products 


acceptance of 


Some advertisers believe in advertising only when 
is good, others only when business 
“during the 
Intermittent advertising of the stop and start 
variety pays the penalty of lost momentum. 


in advertising only 


Month after month and year after year, regardless 
of seasons or business conditions, Kerotest has steadily 
used the NEWS “without interruption.” 


Kerotest is well established. 


Conditioning & Refrigeration 


“The Newspaper of the Industry” 


is bad. 
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better knowledge of stoker applica- 
tion. 

Things that increase stoker dura- 
bility were cited as steel construction, 
steel worms, and even stainless steel 
worm tips. 

Those that increase convenience 
are ready accessibility, quiet fans, 
and bin-feed models where coal is not 
handled manually. 

Things that make mechanical 
operation more efficient were said to 
be efficient fans, less excess air (with 
consequent power reduction), finely 
finished worms, and highly efficient 
transmissions. 

Improvements that reduce installa- 
tion costs are adjusting screws for 
leveling the stoker and consolidated 
controls reducing the amount of nec- 
essary wiring. 


Sales of Stokers Start 
Upswing In March; 
Below ‘38 Mark 


WASHINGTON, D. C.— Factory 
sales of mechanical coal stokers for 
residential use gained more than 
1,100 units in March over the pre- 
vious month, but were down more 
than 250 units from the March, 1938, 
sales total. 


March sales totaled 3,136 units, 
compared with 1,995 in Ferbuary, 
and 3,393 in March of last year. 

Despite the slight falling off during 
the month, sales for the year’s first 
quarter were well ahead of those for 
the same period of 1938, although 
they were off more than 2,000 from 
the high of 10,091 set in 1937. 

First-quarter sales this year 
amounted to 8,052 units, as compared 
with 7,451 last year. 

Bituminous stokers were far in the 
lead for March and the first quarter, 
their March total standing at 2,823 
units against 313 anthracite units. 
For the first quarter, bituminous 
unit sales were 7,043 units, compared 
with 1,009 anthracite units. 


Sales chart for March and the 
first quarter of the year follows: 


March 1st Quarter 
1939 1938 1939 1938 
Total, 

All Classes 3,839 3,882 9,987 8,807 

Residential, 
Total 3,136 3,393 8,052 7,451 
Bituminous 2,823 2,993 7,043 6,247 
Anthracite 313 400 1,009 1,204 


New Conco Stoker Signals 
Need For Servicing 


MENDOTA, Ill.—Among new de- 
velopments in the Conco stoker line 
for 1939 is a new signalling device 
being built into the thermostat of the 
company’s ‘‘Magic Hand’ controls. 

Trade-named the “Magic Tell-Tale 


Finger,” and located conveniently at 
the top of the thermostat, the new 
signalling device lights up when for 
any reason the stoker requires serv- 
icing, calling immediate attention to 
the condition. Prominent location of 
the thermostat allows the signal to 
be seen easily, and the system also is 
adaptable to wiring for an audible 
signal, if desired. 

Should trouble occur in the stoker, 
this warning will allow time for the 
stoker to be set in operation again 
before the house grows cold. 


Thomas Heads Sales Personnel 
For lron Fireman 


CLEVELAND—Odin Thomas has 
been appointed to the newly created 
post of sales personnel manager in 
the general sales department of Iron 
Fireman Mfg. Co. 

Mr. Thomas, who formerly was 
special factory representative in the 
eastern division of the company, is 
now supervising preparation of a 
new sales training program. 


Arnold Coal Installs Stoker 
In Apartment Bldg. For 
Heating & Hot Water 


HARRISBURG, Pa.—Arnold Coal 
& Supply Co., local distributor for 
Losch stokers, recently installed a 
stoker-boiler in the new Hall’s Elec- 
tric Store here to provide hot water 
and heat for the 12 apartments and 
storeroom of the building. 

The stoker-boiler is in the base- 


ment showroom, with its hopper built 
into the coal-bin so that just a 
minimum of space is occupied. 
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Combustioneer Unveils 
New Imperial Line 
At Convention 


SPRINGFIELD, Ohio—The new 
Imperial line of Combustioneer stok- 
ers was introduced to the company’s 
distributors and dealers from the 
central zones at a convention held 
here recently. 

Convention was opened by J. BE. 
McAdams, Combustioneer president, 
who had recently completed a worid 
tour. Mr. McAdams told how Com- 
bustioneer dealers in China were sell- 
ing stokers in spite of the war, and 
how Norwegian and Swedish dealers 
were selling twice as many stokers 
this lear as last. “If we in America 
will forget about European troubles 
and make up our minds to make 
business better here, we can do it,” 
he déclared. 

R. C. Goddard, vice president of 
the company, explained the increased 
investment which the company is 
making in new plant facilities and 
machinery. W. H. Prior, domestic 
sales manager and “master of cere- 
monies” at the convention, outlined 
the selling features of the Imperial 
line and presented the new advertis- 
ing plans and promotional aids. 

Improvement in the company’s 
commercial models was discussed by 
W. S. Burke, commercial sales man- 
ager, while Clark Scholl, chief engi- 
neer, gave details of the mechanical 
improvements in the Imperial models. 
Actual demonstrations of the selling 
features of the Imperial stoker and 
its controls were given by Homer 
Campbell, service manager. 

Following the meeting here, Com- 
bustioneer executives started on a 
road tour during which they will 
present the new product and sales 
plans to dealers in all sections of the 
country. 


Technical Improvements 
Cited By Webb 


KALAMAZOO, Mich.—‘‘Public ac- 
ceptance of the small stoker has 
made possible the spending of hun- 
dreds of thousands of dollars by 
stoker manufacturers for product 
development in recent years,” de- 
clared E. C. Webb, engineering serv- 
ice manager of the Iron Fireman 
Mfg. Co., speaking before the fuel 
engineering conference conducted by 
Appalachian Coals, Inc. here recently. 

Mr. Webb outlined recent develop- 
ments in the small stoker field for 
327 fuel engineers and industry repre- 
sentatives who attended the meeting. 

Automatic air control that ‘not 
only increases the efficiency of the 
unit but also permits it to burn a 
wider range of coals more satisfac- 
torily and with less attention,” was 
cited by Mr. Webb as an important 
improvement. 

The “bin” type stoker, a “simple, 
compact unit that conveys the coal 
directly from the coal bin. . . thus 
eliminating the handling of the coal, 
which reduces the amount of time 
required to tend the stoker by at 
least 80 to 90%, as compared with the 
conventional hopper type unit,’ was 
mentioned as a forward step. 

Also considered important to the 
industry by Mr. Webb are improved 
tuyeres, retorts, controls (particularly 
hold-fire controls for the domestic 
machine), feed works and _ other 
parts, which have been responsible 
for reducing maintenance and _ in- 
creasing efficiency and dependability. 

“We are still a long way from the 
ideal stoker,” Mr. Webb concluded, 
“but when we consider the progress 
that has been made in the last few 
years in comparison with the ad- 
vancement of the preceding 20 years, 
I believe that the outlook for the 
future is very encouraging. 

“The rapid growth of the stoker 
industry is not only the best proof of 
recent advancements, and the value 
of the present equipment, but also 
makes possible greater expenditures 
for future engineering development 


W. B. Hughes To Manage 
Butler Stoker Division 


KANSAS CITY, Mo. — W. B. 
Hughes has been appointed manager 
of the stoker division of the Butler 
Mfg. Co. here. Mr. Hughes was 
associated with American Radiator 
Co. and with Iron Fireman Mfg. ©. 
prior to joining the Butler organiza- 
» tion. 
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service, on all models. Hire-purchase | to trade generally this year, and not » . 
terms up to five years. Prices from | through exclusive distributors. Maxi- Machinery & Technical r 
® ® 9 £23 2s. to £54 12s. mum hire-purchase period has been % 
Oreiqn uoLICalions COLDAIR—General Electric Co., | reduced to 30 months. Twelve Data Contained In 
E Ltd., Magnet House, Kingsway, Lon- months guarantee on all models, 
don, W.C.2. servicing done directly by the manu- British Catalo 
= Ten models, covered by five-year | facturer. Features are porcelain in- g 
4 discussing refrigerating machines us- | guarantee and 12 months’ free serv- | terior, automatic light, tinned-bar 

y Australians Watch U. S. ing all types of refrigerants, second | ice. Seven models are of cabinet | Shelving on rubber-covered supports, LONDON, England—Prefaced by 

a dealing with machines operating only | type, one embodies a sink in the | defrost switch, chrome hardware, | a complete index of refrigeration 

; Trade Relations with ammonia refrigerant, and third | stainless teel top, one is a table-top | Motor overload protector. Prices | materials and their British manufac- 

* devoted to machines using Freon-12. model, the other has a storage cup- | from £27 6s. to £72 9s.° turers, the 1939 edition of the Hand- 

4 Received from F. E. Hansen, gen- mm. the — Fn MO oo board instead of the sink. Sizes PRESTCOLD—Pressed Steel Co., | book of British Refrigeration Mate- 
eral manager of F. C. Lovelock Pty. eesti — “CE sa tr ’ Ammonia | Tange from 3.23 to 21.42 cu. ft. and | Ltd., Cowley, Oxford, England. rial & Refrigeration Catalog has 

. Ltd., refrigeration jobber of Sydney, | machines are York, Frick, Vilter, | Shelf area from 6.9 to 36 sq. ft. Five models, from 2.24 to 8.65 cu. | been issued by Cold Storage & 

% Australia: A bulky edition of the | Ingersoll-Rand, and Carbondale. Under | Features include defrosting tray, egg | ft. Priced from £25 4s. to £69 6s. | Produce Review here. 

(l sydney Morning Herald dated Feb. | “Freon-12” machines are also York, | basket, glass dishes, safety ther- | Five-year warranty with all models, Makers of air-conditioning equip- 

¥ 91, 1939 (which we have just found | Frick, and Vilter. mometer, Salador, or Saladrawer, | five-year hire-purchase plan also | ment, beverage coolers, coils, cold 

i time to examine). Carrier and Ingersoll-Rand ma- | Prices from £27 10s. to £120. available. Exteriors all of white lac- | rooms, compressors, condensers, con- 

d This Australian newspaper follows | chines are exclusively dealt with in COLDSPOT—Sears, Roebuck & | quer, interiors porcelain, with 8-point | trols, cork insulation, display cases, 

8 the English practice of devoting its | Chapter III. Co., Ltd., Wembley, Middlesex. cold control, non-tip removable | evaporators, fans and blowers, ice 

3 front pages to the classified adver- Water-cooling machines form the Seven models, ranging in size from | Shelves, quick-release trays, glass | cream freezers, gauges, milk bars, 

a tisements, but the news featured on | topic of discussion in Chapter IV. | 3.95 to 8.6 cu. ft., in shelf area from | trays. Deluxe models also have in- | refrigerants, refrigerating and ice- 

. the inside pages indicates that the | This chapter is the most technical in | 4 49 to 16.2 sq. ft. Features include | terior light, vegetable crispers, three- | making machinery, household refrig- 

€ Australians keep in close touch with pg erage Rh gay Pann, Magye esi Bote automatic defroster, sliding and tip- | dish sets, combined glass rolling pin | erators, thermostats, tubing, valves 

" important events all over the world, | farce bith many graphs, diagram. | UP shelves, fruit baskets, glass | and cocktail shaker. and fittings, water coolers, and many 
and that they are particularly aware | matic drawings, and photographs, all | dishes, salad crisper, 9-point cold con- PYE—Pye, Ltd., Radio Works, pei — = products used in the 

if of conditions in the United States. designed to show how various ma- | trol on some models, 10-point on | Cambridge. air-conditioning and refrigeration in- 

d The annual Finance and Commerce | chines operate. others. Prices from £29 8s. to Two models, of 6.3 and 4.65-cu ft. porte: J are included in the “buyers 

8 Supplement to this issue devotes Absorption-type refrigerating ma- | £72 9s. Five-year guarantee on all | capacity, covered by three-year guar- | Suide’’ list. 

d considerable space to trade relations | chines are discussed in Chapter V, | models. antee. Common features include An index of firms whose products 

ic with the United States, with particu- | among them Electrolux, “Faraday,” CROSLEY—A. J. Balcome, Ltd., | automatic light, 9-point cold control, | 87@ described in the handbook follows 

* lar reference to the reciprocal trade | and Williams Ice-O-Matic. larger model has rubber ice trays, | te buyers’ guide. 

; s 52-58 Tabernacle St., London, E.C.2. § ys, Main beady of th 1 ine 

d agreements negotiated by Secretary Strainers, evaporative condensers, Fifteen models ranging in capacity | door basket. Trade discount on both wody o e volume consis 

1 f State Hull, also an analysis of | water pumps, and other necessary s models is 25%. Prices: £46 4s. and of individual sections in which the 

1 0 ’ : : from 4 to 8 cu. ft., in shelf area from Oe . . 

3. U. S. government’s efforts to promote | e@uipment used in connection with £34 18s products of the manufacturers are 

. Beek -* refrigerating machines are described | 8-9 to 17.73 sq. ft. Common features ‘ described and illustrated. 

prosperity. by Dr. Plank in Chapter VI. include easy-release ice trays, crisper, SPARTON—Sparton Refrigeration This part of the catalog is called 

s <a The book is concluded by a com- | Non-refrigerated storage drawer, Co. (Props.: Electrical Commodities, the Materials and Manufactu 

y ' i ic interior light, and Shel- | Ltd.), Beresford Ave., Wemble segs 

parative table of weights and meas- | automatic interior light, an ’ ’ ¥ | Section, and is divided into four sec- 

1 R ures, giving the American term, its | vador. Deluxe models have hermetic- | Middlesex. tions: machinery power and plant 

i- . . abbreviation, the metric system | ally sealed compressor, pottery set in Eight models, sized from 2.25 to rot S 

al Ger man Scientist epor ts equivalent, and the type of measure | addition. Five-year protection plan | 9 cu. ft., priced from £25 4s. to £81 Po — ee ae ao 

S. O A e S — — length, oo Re gore on all models, hire-purchase terms up | 18s. Five-year warranty, one year’s pros am, toe sptebainecenen 

g n merican Jourvey emperature, pressure, heat, etc.), and | t) five years. Trade discount 20%. | free service, five-year hire-purchase } 

d a list of references. : In the back part of the book is 

Prices from £39 8s. to £65 3s. arrangement. Trade discount 174% 
the Kaltetechnischen Institut der FRIGIDAIRE — Frigidaire, Ltd., , 0 * | ice factories of Great Britain and 

: Edaqware Road, The Hyde, London, | Leading feature is Thrifterdoor, to 

es Technischen Hochschule (Refrigera- S ‘ fi ti f g oaqd, yde, > | tees betdion i eu Gin Ireland. 

a tion Institute of the Technical High | YPECIICATIONS O N.W.9. pe ager po “a at Aims, activities, officers, and tech- 

1 School), Karlsruhe, Germany, with oge Six models in line, all with five- clock. Crispers also in larger aes. nical papers of the British Associa- 

1g the compliments of Dr. Rudolph British Makes year guarantee, hire-purchase terms . P 5 * | tion of Refrigeration are presented 

e Plank, is a cloth-bound,  112-page dependent upon finance agency used STEWART-WARNER — Commer- | in a special section, along with infor- 
book summarizing the information Brief specifications of 17 makes of | in purchase. “Freon” refrigerant, | cial & Domestic Equipment, Ltd., | mation concerning the Institut Inter- 
gathered by Dr. Plank during his | household electric refrigerators are | built-in ice tray release, automatic | 113 Wardour St., London, W.1. national du Froid and a list of 
visit to the United States during 1937. | published in the April 15 issue of The | defroster, full-width shelves, auto- Regular Stewart-Warner features, | refrigeration associations in various 

, The book is entitled Amerikanische | Wireless and Electrical Trader, | matic interior light, sliding hydrator, | including Sav-a-Step, Slid-a-Tray, | offer countries. 

, Kaltetechnik (American Refrigera- | weekly radio and appliance magazine | hermetically sealed compresor. Prices | Tilt-a-Shelf, Sterilamp on deluxe There also is a list of standard 
tion), and is printed in German, so | published in London, England. from £25 4s. to £120 15s. models. Prices from £31 10s. to | texts on refrigeration, ice making, 
we must depend upon a translator’s In addition to such familiar Ameri- H.M.V.— Gramophone Co., Ltd. £75 12s., sizes from 3.1 to 7.5 cu. ft. | ice cream, air conditioning, and re- 
comments regarding its contents as | can makes as Coldspot, Crosley, | (Household Appliances Dept.), 104 UNIVERSAL—L. G. Hawkins & | lat:d subjects. 

™ follows: Frigidaire, Kelvinator, Stewart-War- | New Bond St., London, W.1. Co., Ltd., 30-35 Drury Lane, London, Book is concluded by a technical 

8 This book presents Dr. Plank’s | ner, Sparton, Universal, and West- Fifteen models, sized from 3.25 | “:©?: section which presents a selection of 

“a findings in his study of American | jnghouse, specifications of several | cy ft to 13.12 cu. ft. Hire-purchase Features include 9-point control, | tables and data of use to engineers 

' refrigeration technique, which brought | prominent English makes, inaieling | snctittien aveliahth un te Seeneee easy-out ice trays, door-basket food | and technicians in the cold storage, 

y him twice to the United States, in British Thomson-Houston, H.M.V : Pp ve-y container. Four models, sized from | ice making, refrigeration, and air- 

t 1931 and again in 1937. raged vv, | maximum. All dealers required to | 49 tg g ft iced f 34 13 nditionine industri 

- In the foreword, Dr. Plank outlines | Alba, Century, Coldair, Lightfoot, | have their own service departments, io £90 Ag » priced from £ | oning industries. 

y- the background of the book, telling | Marco, Prestcold, and Pye are re- | put H.M.V. will undertake service : 

n how he came to write it, what his | ported. and installation during guarantee WESTINGHOUSE—Lightfoot Re- Dutch Experimenting With 

el ee ee whom boca A condensation of the specifica- | period for fixed schedule of charges. gt oe — Rca ami png 
visited in America. e expresses his : : : : a : : rcular A emble - P 

: appreciation of the cooperation given pevaay easa ae ee ee a: sees ee ee po dlesex. ” Cooled Gr ape Cont ainers 

y- ee ALBA—A. J. Balcombe, Ltd., 52-58 | 35%, with 2%% monthly settlement. were-gene gyaraniee, vertalte tem- 

. Dr. Karl Taylor Compton, president Page J ” Prices from £26 5s. to £110 5s perature control, meat storage draw- BATAVIA, Java, N. E. I.—Trial 
of Massachusetts Institute of Tech- | Tabernacle St., London, E.C.2 . . hi 

" ; er, Humidrawer for vegetables, | shipment of grapes in a new type 
nology, Boston; S. C. Prescott and Model 350. 3.5-cu. ft. capacity. KELVINATOR — Kelvinator, Ltd., quick-release ice trays, automatic | refrigerated container from the 

B. B. E. Proctor, M. I. T. faculty mem- | 6.4 sq. ft. shelf area. Direct-drive | 258 Gray’s Inn Road, London, W.C.1. : 

rt bers: : : . , , interior light, hermetically sealed | Netherlands to Batavia has aroused 
ers; Gardner Poole, president of the | compressor unit, 8-point cold control, Twelve models in capacities from Si del ized f considerable int t th t of 

e American Institute of Refrigeration; | removable and adjustable shel S$ hwsteaA. Geheedt | fe. ce cn a mcs Geen vee nian: eles 2 es 

justable shelves. 5 cu. ft. to 13.12 cu. ft. Each mode 

a A. W. Ewell, professor at Worcester | Trade discount, 20%. Fi non & t ith 1g | 325 to 8.25 cu. ft. priced from | Netherlands growers who are anxious 

0. Polytechnic Institute; D. L. Fiske, tection plan ” Hi Ag walt “6 — aoe pel jon  Recdetinnen > deed £34 13s. to £78 15s. to develop greater demand for their 

A Ameviean flociety of Refrigerating plan. Hire-purchase terms | free service. istributors (agents) grapes in the Netherlands Indies. 

: Engineers. available. Price £28 7s. fix own trade discounts. Features in- | ‘ At present, the United States and 

1 . : mg : , 

F. C. Blanck, head of the food divi- B. T. H.—International Refrigera- | clude automatic interior light, enamel Denmark Gets First Australia are the most important 
sion of the Bureau of Chemistry and | tor Co., Ltd., 54 Victoria St., London, | exterior, porcelain interior, chrome | 

. . suppliers of grapes to this market. 

Soils; F. M. Cockrell, publisher of | $.W.1. fixtures, bar-type shelves, foot-pedal Indoor Ice Rink 

al The trial shipment, arranged by 
Aik CONDITIONING & REFRIGERATION Thirteen models, ranging in capac- | door control, vegetable and bottle the Netherland C tr 1B f 

Is News; Deane E: Perham, Chicago; | ity from 3.4 to 20.5 cu. ft., and in | Storage section, sliding shelves, dish | Se Se ee 

1, A. H. Luedicke, Milwaukee: and Dr. , : ‘ : COPENHAGEN, Denmark — Den- | Auctions, was an experiment in more 

uedicke, a ; shelf area from 6.9 to 32.3 sq ft sets, automatic defrost switch. Prices ; : ; 

1e Ing. Adalbert von Gontard, vice presi- | Ay) finish di hit : ’ | trom £28 7s. to £131 5s | mark’s first indoor skating rink using | efficient refrigeration of the Nether- 

at dent and chief engineer of Anheuser- oe poset ite enamel except ; : | artificial ice has been installed by | lands products. The grapes were 

“ Busch, Inc., St. Louis. yer ¥ ich has polished-oak | LIGHTFOOT—Lightfoot Refrigera- | Thomas Ths. Sabroe & Co., Aarhus, | loaded in the Netherlands in a refrig- 

1s Dr. Plank deals almost entirely with pos erlor and one-piece steel in- | tion Co., Ltd., Abbeydale Road, North = penmark, in the Forum exhibition | erated container, which was unloaded 
the heavier commercial refrigeration | ‘eTior. Hermetically sealed compres- | Circular Road, Wembley, Middlesex. | haji here. as a unit in Batavia and immediately 

- machines manufactured in the United | 80%, quick-release ice trays, adjust- Six models, all DC, corresponding The Sabroe firm, manufacturer of | connected to the electric power cir- 

.d go The text ~ ty —* rind —, — _ a . — AC ee a the refrigerating and ice making | cuit to keep the unit in operation. 

y tshies, gaaehe, Sateen, Sad | Geltenting indicater. femme motes | ber, and price (48 mare im sect | an anesr’ Sunred the Sannsing Of | Tatel siyesnt ssamsted of 1000 

i se: . : F e , price ore th 2,000 rink ion. kil , or 2,205 lbs. of grapes. 

es formulae to illustrate the volume. have pottery sets, unrefrigerated | cases). Prices from £37 13s. to | si er oe 2 eee a, _— 

le Pegs a PP gga gar storage space. GL48 has Monitor | £81 15s. | 

orp., Fric o., Vilter g. Co., | Top arrangement. Basic trade dis- 2 

n- Carrier Corp., Ingersoll-Rand, West- a MARCO — Marco Refrigerators, All Cc j b 

y. inghouse Eloctrie 3 Mfg. Co., Foster — Rha oo your ee Ltd., Rowan Road, Streatham Vale, | ommercia oos 

1e Wheeler Corp., Ross Heater Corp., pate ake — ae OO | Laat, 6.08. | semen 

ry Williams Oil-O-Matic Heating Corp., | S#™¢ Period. Prices from £30 9s. to Five models, sized from 2.75 to | 1 ee fe U d 

$8 ge Household Utilities Co, Cros- i 14.5 cu. ft. Line is being marketed | 4 oF. pwards 

‘ y Corp., Frigidaire, Kinetic emi- —Century Refrigeration 
W ® 
2 cals, Inc., General Electric Co., Car- | Co., Ltd., 20 Princes St., Hanover | 

: ~ some Machine Co., Worthington Square, London, W.1. . | Require FOR PROTECTION 

i ump & Machinery Co., Elliot Co., Fi , 

ne p peo ive models, all but one with auto- 

Ine. see Gnmned i: “the — matic interior light, all with 1%-hp. AMINCO OIL SE PARATORS 

, ‘ ste direct-drive motors and reciprocating 

er First chapter has to do with various nes 4 ° By trapping the hard carbon and waxes suspended in the 

of types of new refrigerants, particular | ©O™PreSsor. Capacities from 3 to 8 Refrigeration Tubes refrigerating gases and keeping the oil in the crankcase the 

1e information being given about the | CU: ft. Shelf areas from 5% to 15 ‘i f a Aminco Oil Separator insures freedom from expansion valve 

- different forms of “Freon,” including | 84. ft. Extra equipment on larger Unusually a and compressor trouble. 

es “F-12,” “F-11,” “F-21,” “F-114,” and | models includes vegetable crisper, tee Other benefits are 

” F-113.” glass drip tray, utility basket. Six- @ Decreased Power Costs 
Chapter II is in three sections, first | year guarantee, with one year’s free @ Saving of Oil—Cleaner Oil 
ian @ Better Refrigeration 

ponies in the growing list of manufacturers who use Oil 
a parators as standard equipment are the well-known firm of 
j ": Su P pi y th e A P PLICATION... Brunswick-Balke-Collender Co., manufacturers of low temperature 
* Let Us Supply the EQUIPMEN waite, whe furnish all jobs of 4% HP upwards equipped with 

— oil separators. 

B. wer ye yo Stak eosin For those interested in better commercial refrigeration we have 

er product cooling, air-conditioning, or prepared a series of Questions and Answers on the subject of : 

er . commercial refrigeration... we can Oil Separators. Your copy is free for the asking. Tapp 

Pp AUTOMATIC REFRIGERATION 1 d d bl. i tt fit g 

a bs the need. Write ter deel of ons AMERICAN INJECTOR COMPANY 

or : . : attractive distributors’ arrangement. 1481 FPOURTEENTH AVENUE, DETROIT, MICH. 

‘o. - wy - Pacific Coast: V: > % lb 

- REPSEMEMIENy GENERAL REFRIGERATION CORPORATION yor: 153 THE AMERICAN BRASS | i: ta tn ne ion 

, p> Dept. AC-1 Beloit, Wis., U.S.A. Water-cooled Bee eRe Saks Tek hs el ee 382 Victoria Ave., Westmount, P. Q. 

enera ices: Waterbury, Conn 
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THE BUYER‘S GUIDE 


DOUBLE YOUR PROFITS 


THE PROFIT LINE FOR 39 


Refrigerator and compressor 
sales go together. Sell both on 
one contract. 


THE SHERER FRANCHISE 
OFFERS: *Complete line of 
cases, coolers and boxes. 
*New equipment under de- 
velopment opens new fields for 
compressor sales. *Layout 
department— Store layouts 
without obligation. * Adver- 
tising — Sherer advertises by 


NEW SHERER DELICATESSEN CASE mail and in trade publications. 


WRITE FOR CATALOG AND FRANCHISE DETAILS, MENTIONING TERRITORY DESIRED. 


SHERER-GILLETT C0., MARSHALL, MICHIGAN 


FOR COLD STORAGE 
FOOD LOCKER PLANTS 


There is an A-S-E Froz-n-Food Locker to meet 
every cold storage food locker plant requirement 
—Size, type and arrangement for practical, eco- 
nomical installation—Appearance which attracts 
customers faster and keeps lockers rented longer 
—Sturdy construction that eliminates unnecessary 
maintenance costs, assures extra years of trouble- 


i free, income met life—YET A-S-E Froz-n- 
| 
J 


aneen tee 


Food Lockers COST NO MORE than ordinary 
lockers. 

Write for the new illustrated folder describing 
wae A-S-E Froz-n-Food Lockers. 


DEALERS ATTENTION: A-S-E  Froz-n-Food 
Lockers afford an unusual sales opportunity. 
Find out how easy it is to increase your income 
by selling this essential cold storage food locker 
plant equipment. Write for complete 
information, today. 


ALL-STEEL-EQUIP CO. 


Incorporated 
1524 Kensington Ave., Aurora, Ill. 


et 


buns 1 


ERE’S something entirely new in tube benders 
an Imperial hand tube bender that will not only 
handle all types of bends but you can easily form 
round and obround coils with it. Furnished in four 
sizes for %”, 42”, %” and %” tubing. 
Call your jobber and try out one of 
these new No. 406-F tube benders. 
IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago 


Complete stocks of Ag 
Air Conditioning fm 
and Refrigeration 4 
Parts and Sup- 

plies. Write for 

catalog on ¢ 
your letter. 

head. 


THE HARRY ALTER oy 


1728 S. Michigan Avenue, Chicago, Illinois 


«3 CHICAGO BRANCHES -NORTH, WEST. SOUTH 
Louls 


NEW YORK — DETROIT CLEVELAND ST. 


‘161-163 Grand St. ‘5013 John R. St. 4506 Prospect Ave. 2910 Washington Ave. 
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Field Reports 


Houston Appliance Dealers Are Benefited 


By General Improvement In Business 


(Concluded from Page 7, Column 5) 

Refrigerator sales are up this year, 
and Mr. Brinkley revealed that he is 
now at work building up his sales 
setup to best take advantage of the 
expected increases in all appliance 
sales. ‘Planned prospecting” is this 
manager’s proposed method, for he 
has personally found that constant 
prospect contact, and a working of 
his territory by selection makes sales 
“bloom where only the bud of a 
promise was noted.” 


Can’t Get Enough Good 
Trade-Ins Is Complaint 


“The only problem on trade-ins is 
that we can’t get enough good 
used boxes to supply the ready 
demand,” is the unusual complaint 
of Korotkin Furniture Co., Kelvinator 
dealer. Because they make a good 
profit out of the used model refrig- 
erators by carefully reconditioning 
them for sale, this organization is 
on the hunt for more. 

Sale of new refrigerators, too, is on 
the rise, it was reported, there 
being recorded a 25% increase up to 
mid-April over that time last year. 
No deals, however, are made sans 
profit, it was said, and volume alone 
is therefore not the prime considera- 
tion. 

It was brought out that the large 
department and furniture’ stores 
would, in their opinion, carry more 
and more of the appliance trade. 
Advantages of large accounts, ability 
to offer terms, and care in showing 
profit on all deals, were cited as 
factors that give these types of stores 
the advantage over the _ specialty 
dealer. In general, it was thought 
that a large part of the price chisel- 
ing and trade-in problems emanated 
from the attempts of small dealers to 
equalize the advantages held by the 
larger dealers. 


Houston, Tex. 


—— 


Substantial gains all along the 
appliance line are being recorded in 
this oil and shipping center, with 
refrigerators stepping out in front 
in many dealers’ sales ledgers. Dur- 
ing the first two weeks of the annual 
electric refrigerator campaign car- 
ried on by dealers in the Houston 
territory, a total of 800 refrigerators 
was reported sold. This represented 
a 100% increase over sales during 
the corresponding period of last 
year’s campaign. 

This campaign, offering cash and 
other awards, will continue through 
May, and is expected to produce a 
record number of sales, making the 
all-year picture here look consider- 
ably brighter than last year. 

The upturn in general business in 
this region is playing a major part 
in the rise of appliance sales. The 
moneyed flow of oil has brought 
with it a growth in many allied 
industries, such as oil well supplies. 
Continued growth in manufacturing 
has brought increased payrolls, and 
a considerable increase in population. 

The steady migration of families 
to the city, said to be about 100 a 
week, offers a welcome addition to 
the appliance market. Too, many 
new homes are being erected, an- 
other boon to dealers. 

A noticeable trend is the recent 
development of suburban shopping 
centers that have drawn some of the 
trade away from downtown. It was 
reported that the larger department 
stores have lost some of their early 
appliance gains to specialty dealers 
in these sections. 

Majority of the alert dealers are 
taking on attic fans, and many 
report that these and home laundry 
equipment are filling out their store 
lines to good advantage. 

But even with all the seeming good 
times in the appliance business, all 
is not “beer and skittles” for the 
dealer. Complaints against the small 
dealer who disrupts the market by 
offering price and trade lures were 
not infrequent here. 


The demand for manufacturers 
and distributors to forget volume 
and give some attention to forming 
a strong instead of an extra-large 
dealer organization was decidedly 
above a whisper here. 

On some sides was heard the 
charge that the “town was going 
wholesale,” giving dealers a new 
problem in meeting the prospect de- 
mands for special considerations for 
“company connections” or some 
other less subtle chiseling wedge. 


Duffie’s Sales Good 


Despite Price Buyers 


At the Main St. store of Ben Duffie, 
Inc., Frigidaire dealer, not only have 
sales passed last year’s figures, but 
the company has opened up its third 
appliance store, indicating that the 
appliance business for this dealer is 
improving in all outlets. 

Biggest difficulty this year seems 
to be the increase in price buyers. 
This was explained by the large 
number of low-income buyers who 
were making up most of the refrig- 
erator market this spring. Skimming 
the cream of this business are the 
mail-order houses, offering price and 
a “dressed-up” box. Great difficulty 
for the salesman in standard lines, 
it was said, was the need to first sell 
the product and then sell on price. 

With the profit being reduced in 
the refrigerator business by inability 
to meet price and shorter discounts 
on the low-priced models of standard 
make boxes, further reducing the 
advantages of competing with cheap- 
er merchandise, need for all-year 
lines, more good profit lines was 
cited. To this end, this dealer has 
added attic fans to improve his 
business structure. 


Sales Rise When Store 


Sets Up Service Dept. 


“We had the best March business 
on refrigerators this year that we 
ever had.” That is the report of 
Star Electric Co., Stewart-Warner 
dealer. One reason for the big spurt 
this year is the company’s change 
from a distributor-handled service 
setup to a regular service department 
in its own store. Most of the dealers 
in Houston are content to allow all 
their servicing to be done by the 
distributor, but this dealer has found 
a good selling point in offering direct 
service. 

This service advantage is this year 
making refrigerators an important 
part of this dealer’s appliance sales. 
Radios and cameras count high, be- 
ing good profit items. A crew of 
veteran salesmen is employed. 


Sales 100% Better, 
Cooper Reports 


After starting out as a refrigerator 
dealer exclusively, Cooper Refriger- 
ator Co., Crosley dealer, found that 
it could no longer depend on the sale 
of refrigerators alone and stay in 
business. So the company branched 
out into rugs and dry goods and 
manages to keep going. 

Due to improvement in conditions 
the sale of refrigerators are again 
gaining in importance, a 100% in- 
crease over last year being chalked 
up. This dealer said that better 
terms offered by the utility and 
larger stores were too much for the 
small specialty dealer to buck. 


Attention Turned 
To Profit Items 


“We are not going to waste time 
and money on refrigerators deals 
that have only a small profit at- 
tached.” That policy is regulating 


the refrigerator sales this year of | 


Lansdowne & Moody, Westinghouse 
dealer. And the company is finding 
that the way to a profitable business 
is not to meet the terms of the cut- 


price dealers, but to ignore them and 
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to concentrate on items that are not 
so “kicked around.” 

The principal footballers of refrig- 
erator prices are the small dealers, 
and those who are content to make 
a small profit to realize a large vol- 
ume, it was stated. One large volume 
dealer was reported to have done qa 
larger unit business than all the 
others in town combined, but his 
average markup was from $15 to $20, 

This dealer is not crying the blues, 
for sales in attic fans and Bendix 
laundry equipment has sent business 
in all lines up 100% over figures for 
last year. The store has a complete 
planning service on attic fans and 
has built a clever demonstration unit 
that is a great aid in selling. 


Short Finds Business 
Much Better 


W. W. Short, for 16 years an appii- 
ance dealer, has found business much 
better this year. His main problem 
at present is finding some way to 
control the profit-sneaking trade-ins. 
Looming big this year, he said, is 
the attractive market for attic fans 
and room coolers. Mr. Short is all 
set to reap his personal harvest. 


Dealer Neglected 


By Distributors 


Although the Harrison Radio Sery- 
ice, Norge dealer, is located right 
smack in a high traffic theater dis- 
trict, claims a good credit record, 
and is showing an increase in refrig- 
erator and other appliance sales, only 
three salesmen from distributors or 
manufacturers in any lines have 
called there. And. they have never 
once asked for an order. Not only 
does this dealer feel neglected, but 
he also evidenced a distinct disgust 
with all things appliance. 

Distributors, he said, have no 
thought of a strong dealer organiza- 
tion. They are even going out, 
armed with that bugaboo of whole- 
sale price offers, and taking the busi- 
ness right away from their own 
dealers. The answer to that evil is 
no secret, he claims, for everyone 
knows that the regulation must come 
from the manufacturer, who “just 
can’t see why dealers are up in arms 
when volume is moving up so nicely.” 

After manufacturers get the deal- 
ers and the distributors faced right 
about, it was suggested that setting 
up longer discounts was the one and 
only way to keep good dealers mak- 
ing good money. If the handwriting 
on the wall is not heeded—and soon 
—the next problem confronting the 
refrigerator industry may be to find 
“sucker-dealers to sell the darn 
things,” he believes. 


BRUNNER 


_— Send for the New 
REFRIGERATION CATALOG 


V-BELTS 


Silent, vibrationless, de- © 
pendable, long-lasting. — 
~ Powerful grip prevents — 

slippage. A nearby dis- 
tributor carties atom: — 
plete stock for appliances — 
and machines. 3 


THE DAYTON RUBBER | 
MFG. CO., DAYTON, OHIO | 


A anyte turer Be wees * 


Valves and Fittings 
: a Standard 4 <<" 3 


Kerotest Manufacturing Co. 


Pittsburgh, Pa. 


| 


Furnish 


Save time, 
when you 
U.E.L. Free 
No charge { 
employee. 
tion to the 
We have U 
available ix 
country, For 
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installation 
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UTILITIES 
404 N. Well: 
Chicago, lin 
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This youngster already knows much about pies—from the eating. 


She is 


now learning about their cooking. Her mother explains how the pie can 

be observed during the baking process from start to finish through the 

heat-resisting glass window in the Victor electric range, just introduced 
by Westinghouse. 


* * 


Oven Door Window In Westinghouse Range 
Lets Housewife Peek Without Heat Loss 


MANSFIELD, Ohio — The oven 
door on the kitchen stove is now a 
show window, and the “peek habit” 
can be lengthened to a leisurely look 
without wasting any heat whatever. 
Through a “Look-in” door foods are 
visible during the cooking process 
with the new Victor range introduced 
by Westinghouse. 

The range door literally takes the 
peek out of cooking. The housewife 
has merely to flip a small switch to 
turn on a brilliant light in the oven. 

Two panes of heavy heat-resisting 
glass, 914% x 8% inches and 44-inch 
thick, comprise the window. A layer 
of dead air 1%4-inches thick sepa- 


and Air Conditioning 
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Refrigeration 


BEVERAGE COOLERS 
MODELS 
i 0 we! aT EAL OG 


$$ COOLERS 


TRAINED MEN 
Furnished FREE! 


Save time, trouble and money 
when you need men. Use the 
U.E.I. Free Placement Bureau. 
No charge to you or prospective 
employee. It is our contribu- 
tion to the industry. 


We have U. E. I. trained men 
available in all parts of the 
country. For 12 years our grad- 
uates have made good as shop mechanics, and as 
installation and service men in leading organiza- 
tions. Next time you need a competent man, phone, 
Write 


» or wire the U. E. I. Free Placement Bureau. 


UTILITIES ENGINEERING INSTIUTTE 
404 N. Wells St. Established 17 West 60th St. 
Chicago, Iinois 1927 New York, N. Y- 


i 


Water Coolers — Filters 
Cafeteria —Industrial 
Commercial Remote 
Surge Tanks Pipe Coils 


Filtrine Mfg. Co., Brooklyn, N.Y. 


rates the panes. The glass is similar 
to that used in baking and roasting 
dishes. 

Combination of glass and air is 
said to give the same degree of in- 
sulation as obtained in the conven- 
tional oven door of metal sheets with 
rock wool material between them. 

A lens-covered recessed light on 
the back wall of the oven is con- 
trolled by a toggle switch directly 
over the appliance outlet to the user’s 
left, as she faces the oven. 

Another feature of the range is its 
divided top, providing working space 
in the center, with heating units at 
both sides. At the right is an 8-inch 
surface heating unit and a standard 
6-inch unit. At the left is another 
6-inch unit and a deep-well aluminum 
cooker set in the top of the range. 

In baking, a single dial is used to 
turn on the current and select the 
desired temperature. It is only nec- 
essary to place the food in the oven. 
A tiny light glows when the tem- 
perature is reached. 

As in other models comprising the 
1939 Westinghouse range line, the 
Victor is a solid steel seamless unit. 
Main body is welded into a one piece 
frame, eliminating cracks difficult 
to clean. Acid-resisting porcelain 
enamel protects the range from food 
damage. 


Annual School Held By 


Manchester League 


MANCHESTER, N. H.—The Man- 
chester Electric Appliance League, 
in cooperation with the Manchester 
Union-Leader, recently held its 
annual spring cooking school of five 


| consecutive morning sessions in the 


State Theater here. 

Opening day session was sponsored 
by the John B. Varick Co., and con- 
ducted by a home economist from 
Landers, Frary & Clark, manufac- 
turer of Universal ranges, refrigera- 


' tors, and appliances. 


A. L. Franks & Co. conducted the 
second program, with cooperation of 
Westinghouse Electric & Mfg. Co., 


_and General Electric dealers took 


charge of the third session. Public 
Service Co. of New Hampshire dis- 
played Hotpoint models at the fourth 
school, and Manchester Coal & Ice 
Co. presented the Kelvinator line at 
the final session. 

Each day during the school a 
major prize, such as a range, refrig- 
erator, washer, or ironer, was 
awarded. 


Furnishings Show Plans 
Sales Conferences 


CHICAGO—A series of afternoon 
conferences on better appliance sell- 
ing has been arranged in connection 
with the home furnishings show to 
be held in American Furniture Mart, 
June 5 to 17. 

The conferences, scheduled for 
4 p.m., June 6 to 9, in the dealers’ 
lounge on the Mart’s fifth floor, will 
stress the “ensemble kitchen’ idea, 
leading off with a talk on some angle 
of appliance selling and following 
with a round-table discussion. 

Two speakers for the conferences 
already have been obtained. Arthur 
Hirose of McCall’s magazine will 
address one of the conclaves on the 
subject, “Do You Know the Facts 
Behind Appliance Selling?” Dr. G. 
W. Allison of Modern Kitchen Bu- 
reau will discuss ‘Does Ensemble 
Selling Pay?” 

Other speakers, as yet unan- 
nounced, will take up reasons for 
stressing ensemble selling; what the 
housewife knows about major appli- 
ances, and how she must be sold; 
what comprehensive surveys of the 
industry show; and how to plan, buy, 
and install model kitchens. 

The Mart’s “Kitchen Klinic” is be- 
ing redecorated for the event, and 
new displays being added to round 
out the complete kitchen picture. 
Modern Kitchen Bureau will have a 
display in the “Klinic’” showing the 
work being done to promote the sale 
of all-electric kitchens. 


Free Use of Auditorium 
Boosts Range Sales 


PITTSFIELD, Mass. — Allowing 
women’s clubs the free use of its 
auditorium for card parties and other 
meetings has done much to increase 
interest in electric cookery, Pittsfield 
Electric Co., utility, has found. 

Clubs and other social groups may 
obtain use of the auditorium upon 
application to the power company. 
Usually about two parties a week are 
scheduled, sandwiching in between 
the utility’s own regular activities. 

For all such meetings, the utility 
furnishes the coffee, while a com- 
mittee of from six to eight women 
club members use its kitchen to pre- 
pare and serve the food, which they 
themselves must furnish. 

This gives the women on the serv- 
ing committee an excellent oppor- 
tunity to learn for themselves how 
easily and quickly food may be pre- 
pared, even for a large group, with 
the aid of modern cooking equipment. 
Many of the women get their first 
taste of electric food preparation at 
these meetings. 


Burton To Manage Sales 
For D. E. Sanford Co. 


LOS ANGELES—John L. Burton 
has resigned as west coast manager 
for Universal Cooler Corp. to become 
sales manager of the D. E. Sanford 
Co., manufacturers’ agent with head- 
quarters here and offices in San 
Francisco, Seattle, and Honolulu, 
Hawaii. 

Mr. Burton has been active in the 
electrical appliance field since 1930. 
For a while he was with Kelvinator 
of Canada, Ltd., London, Ont., as 
district manager, and later he man- 
aged Kelvinator’s Toronto branch. 
Early in 1937 he joined Universal 
Cooler as manager of its manufac- 
turers’ equipment department, and a 
year later was appointed west coast 
manager, with headquarters here. 


NIAGARA TYPE X—., COMPLETE LINE 


of food product Fan Coolers, Aero Condensers, Air 

Conditioners. New advantages: centrifugal fan, 
spray pump. Capacities 4% ton up—creating new 
markets—satisfying customers’ needs at prices they 
can pay. Write for complete information. Address 
NIAGARA BLOWER CO., Dept. AR, 6 E. 45th St., 
New York, N. Y. 


AERO-CONDENSER — 


SPRAY COOLER 
AIR CONDITIONER ‘ ; 


"Tes 


MILLS 


for Commercial Use 
Mills Novelty Company * 4100 Fullerton Avenue* Chicago, Illinois 


@ AT TENTION sore 


AND APPLIANCE DEALERS 
ABLIZZARD-FROM-THE-WEST-That has everthing 


More Wet Bottles Is More Sanitary 
More Loose Labels Has Fast Dry Cooling 
More Wet Hands Has More Capacity 
eo Shnemied Has Balanced 
Retrigeration 


Territories Now tne * Write for Particulars 


WEBER SHOWCASE & FIXTURE CO., INC. 


8700 Avalon Boulevard e Los Angeles, California 
Cable “Weberco” Established 1902 


CHIEFTAIN FACTS: 
We supply: From 1/6 HP to 2 HP—178 condensing unit 
models. The field says, “a most complete line.” 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., Londen, Ontario 


_ WATER COOLING EQUIPMENT 
7 FOR sia 
AIR CONDITIONING 


ASK FOR LITERATURE ON DRY-EX COOLERS 


i ‘ACME INDUS TRIES. Inc. 


Jackson ae ll : 


REM PE 


FIN COILS and PIPE COILS 


for Refrigeration and Air Conditioning 


UNIT COOLERS for comfort 
and low temperature cooling 
AUTODRAFT UNITS 

jor walk-in coolers 


REMPE CO., 340 N. Sacramento Blvd. 
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THE BUYER'S GUIDE 


55 years 
SERVICE 


1886 
L A989 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy and Produce Display Cases and 


Percival Condensing Units. 


Quality built; corkboard insulated; 
porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


Write for attractive prices, literature 


and Distributor’s proposition. 


#BC.L.PERCIVAL Co. 
5 DES MOINES,IOWA | 


ELECTRIC WATER COOLERS 


Complete line of different Models and Capacities. 


440 Lafayette Street, New York City 


Thoroughly reinforced all steel attractively 
finished cabinets. 


Write for details and sales prices. 


Puro Filter Corporation of America 
Spring 7-1800 


OF THE 


bi 
th 


it 


lungs from those old reliable cough 
and sneeze producers, Methyl Chloride, 
Sulphur Dioxide, Ammonia, for which 


Servicemen’s adoption has made this 
the biggest selling mask in America. 
Moderately priced. Write for full facts. 


CHICAGO EYE SHIELD CO 


666 
SERVICE MAN 


light. easily handled, sturdy, non- 
nding, easy-to- breathe-in protector of 
e serviceman’s eyes, nose, throat and 


comes equipped. 


2352 WARREN BLVD. 
ILLINOIS 


CHICAGO, 


5700 models, 149 makes of 
refrigerators - plus hundreds 
of other small belt listings. 


Gilmer jobbers everywhere, 
with full stocks, guarantee you 
fast emergency service. 
All Gilmer Belts listed, by 
lengths, manufacturers’ part 
numbers, cross-sections, in 
America’s Belt Bible,” the 
Gilmer Catalog. Get your FREE 
COPY today. 


L. H. GILMER COMPANY, Tacony, Philadelphia 


1350-N Line—NOW 
firmly anchored to a 
with a_ substantial 
Yo" cushion height. 


Many types in mol 


General Offices 


CHICAGO 


A NEW REFRIGERATOR DOOR GASKET 


Rubberized fabric coverings available for original 
equipment or replacement use. 


ARROW PRODUCTS CORPORATION 
420 North La Salle Street eens] 


a GREASE PROOF — . 
resilient Sponge Rubber Cushion 1 
tacking flange. Also made in 5 "e 


me i 


- 4—> 
ne 


ded or extruded rubber and in 


Factories 
Chicago & Grand Rapids 


ACTION-AIR 
SYSTEM 


Stops 
Spoilage 
Shrinkage 


Taste 
Transfer 


Excessive 
Frosting 


THE BROWN CORP., 


CATALOG 


MAN WANTED io Sei 
This Profitable Action-Air 
System in Your Territory 


Get the exclusive sales rights to this fast-selling Action 
Air System which solves air circulation problems in 
coolers. One easy demonstration convinces customers 
that Action Air prevents dead air spots, freezing zones, 
humidity difficulties and excessive frosting. It pays for 
itself by reducing shrinkage and spoilage, by saving 
operating expenses and electricity. Easy to sell, 
creates new customers and repeat business. Long 
list of satisfied users. Be the only dealer in your 
territory to sell these machines. Write today for 


652 Bellevue Ave., Syracuse, N.Y. money-making 


proposition. 


Zgear EF 5-5 -S°S/ 


BAYER 


Most efficient because of the exclusive 
Henry vacuum drying and pressure seal- 
ing process. Escape of dehydrated air 
when seal cap is removed proves unit is 
absolutely dry! Soldered brass shell with 
dispersion tube and dehydrant compres- 
sion spring. Choice of 5 dehydrants. 


Osaeum HENRY VALVE CO. ‘wc snes 
STOCKED BY LEADING JOBBERSG 


Commercial Service 


Service Methods on Soda Fountains With 
Instantaneous Water Coolers (Cont.) 


By Arch Black and Dean C. Seitz 


Complaint—Ice Cream 
Too Soft 


1. TEMPERATURE CONTROL 
ELECTRIC CIRCUIT NOT 
CONNECTED 


If the electric circuit is not con- 
nected to the temperature control 
switch located on the end of the 
creamer unit, in such a manner so 


that both it and the condensing unit 


low pressure control are in parallel, 
the condensing unit will depend for 
its operation upon the low pressure 
control. Under these conditions the 
ice cream might be sufficiently hard 
during the daytime but it will soften 
during the night period. 

The service engineer should check 
the wiring to make certain that the 
controls are properly wired in parallel 
and adjusted as given in a previous 
article. 


2. EXPANSION VALVE NOT OPEN 
SUFFICIENTLY 


If the thermosatic expansion valve 
supplied with the ice cream refrig- 
eration circuit is not open sufficiently, 
the temperature of the bulk storage 
compartment will be too high and 
the temperature of the brick storage 
compartment will be unsatisfactory. 
The remedy is to open the thermo- 
static expansion valve gradually 4 
of a revolution at a time until the 
frost line appears on the heat inter- 
changer. 

The normal differential in tempera- 
ture between the bulk ice cream stor- 
age and the brick ice cream storage 
is approximately 7 to 10° F. If the 
customer desires a greater differ- 
ential than this, it may be obtained 
by slightly starving the thermostatic 
expansion valve, moving the frost line 
into the ice cream jacket out of sight. 


3. MOISTURE IN THE SYSTEM 


Moisture in the system will freeze 
on the needle of the thermostatic 
expansion valve, holding it shut so 
that no refrigerant will pass into the 
refrigeration coil. If the system has 
a sufficient charge of refrigerant and 
an adjustment of the thermostatic 
expansion valve in either direction 
makes no change in the position of 
the frost line, it is very likely that 
moisture is frozen on the needle. 

If there is a refrigerant drier in- 
stalled in the liquid line, it is time to 
recharge it. If no drier is installed 
in the liquid line, it is time to install 
one. Warm rags placed on the ther- 
mostatic valve body will release it 
and a new drier will absorb it. Fre- 
quently a frozen expansion valve can 
be broken open by opening it as wide 
as possible for a few seconds. This 
will not correct the trouble unless 
steps are taken to remove the mois- 
ture from the system. 


4. SHORTAGE OF REFRIGERANT 


The obvious remedy is to check the 
refrigerant charge. 


5. TEMPERATURE CONTROL 
ADJUSTED TOO WARM 


The indicator dial of the tempera- 
ture control, when in the middle of 
its adjustment, will be approximately 
correctly set for the average cus- 
tomer. If it is turned counter- 
clockwise to its warmest position, the 
ice cream may be too soft for the 
customer. The owner should be care- 
fully instructed on the adjustment 
obtained by the indicator dial so that 
minor changes of temperature may 
be made without requiring a service 
call. 


6. VALVES NOT OPEN 

The obvious answer is to open the 
valves. 

7. HIGH-PRESSURE CUT-OUT 
STOPS THE CONDENSING UNIT 

Locate and correct the source of 
the high pressure. 

8. LIQUID LINE STRAINER 

PLUGGED 


If the strainer in the liquid line or 
at the expansion valve is plugged, 
none of the refrigeration circuit will 


receive sufficient refrigerant. The 
water temperature will be affected 
first, but the customer may not 
complain until the ice cream is soft. 
The remedy is to replace the plugged 
strainer or to clean out the present 
one. <Any other restriction in the 
liquid line will produce a similar 
result. 


9. FUSE BLOWN 


The obvious remedy is to replace 
the fuse. 


10. EXPANSION VALVE 
CAPILLARY LINE TOO COLD 


To obtain the correct operation of 
a thermostatic expansion valve, the 
bulb of the expansion valve must be 
colder than the capillary line or any 
other portion of the valve power 
element. It is possible in installing 
or servicing a thermostatic expansion 
valve to place the capillary line in 
such a position that it will touch 
some point colder than the bulb itself. 

The bulb is installed and sealed 
with a stopper in a small well located 
on the bottle storage side of the ice 
cream jacket. If the capillary line 
connecting the power element and the 
bulb touches the expansion coil, it is 


Previous Articles In This 
Series on Servicing 
Soda Fountains 


The following is an index to 
the previous articles in this series 
by Arch Black and Dean C. Seitz 
on the servicing of soda fountains, 
counter-type freezers, and low- 
temperature cabinets. 


Introduction—Oct. 19, 1938. 


Different Kinds of Refrigeration 
Systems Used in Soda Fountains— 
Nov. 2. 


Design of the Two Boiler Creamer 
Unit With General Service Instruc- 
tions—Nov. 9. 

Exact Knowledge Needed in Mixing 
of Brines and Filling Brine Tanks 
Used in Soda Fountain Refrigeration 
—Nov. 16. 

Service Complaints & Instructions 
for the “Two-Boiler”’ Soda Fountain— 
Nov. 23, Nov. 30, Dec. 7, and Dec. 14. 


Operation of One-Boiler “Thermo- 
Syphon’ Soda Fountain—Dec. 21. 


Service Complaints and Instructions 
for One & Two-Boiler Thermo-Syphon 
Systems—Dec. 28. 

Service Complaints and Instructions 
for ‘Three-Boiler’ Soda Fountain Sys- 
tems—Jan. 4, 1939. 

Service Methods on Cooling Systems 
for Jar Enclosure Section of Soda 
Fountains—Jan. 11. 

Operation of ‘1928 Liquid Hook-Up’ 
—Jan. 18. 

‘1939 Liquid Carbonic’ Soda Foun- 
tain Operation Outlined for Servicing 
—Jan. 25. 


Hook-Up & Operation of Controls 
in 1935 Carbonic ‘F-12’ Fountain— 
Feb. 1. 


1936 Liquid Carbonic Soda Fountain 
—Feb. 8. 


Two Cold Controls & Two Solenoid 
Valves Used in Late Russ System— 
Feb. 15. 


How Control Valves Are Used in 
Three Circuits of Russ 1936 Fountains 
—Feb. 22. 


Refrigerant Charge, Line Sizes & 
Control Setting for Direct Expansion 
Fountains—March 1. 


Correct Methods of Testing Solenoid 
Valves and Cold Controls—March 8. 


Analysis of Service Complaints on 
Fountains Made & Remedies Given— 
March 15, March 22, March 29, and 
April 5. 

How Instantaneous Water Coolers 
Are Incorporated in Soda Fountains— 
April 12. 


Refrigeration Hookups for Soda 
Fountains Using Instantaneous Water 
Coolers—April 19. 


Installing & Servicing of Controls 
for Instantaneous Water Cooler Foun- 
tains—April 26. 


Correct Charging & Setting of Con- 
trols for 1937-1938 Fountains Described 
—May 3. 

Service Complaints on Fountains 
With Instantaneous Water Coolers 
Analyzed—May 10 and May 17. 


_ too hard. 


possible to have the capillary line 
colder than the bulb. Under these 
conditions the expansion valve wil] 
close before the refrigerant enters 
the ice cream refrigeration coil. The 
capillary line acts as if it were the 
bulb of the expansion valve. 


The remedy is to carefully bend the 
capillary line so that it will not touch 
any of the cold refrigeration line. 


11. TEMPERATURE CONTROL 
CAPILLARY LINE TOO COLD 


This point is exactly the same as 
point 10 above. If the capillary line 
of the temperature control touches 
the refrigeration line, which is colder 
than the control thermal bulb, the 
control will break the electric circuit. 
The remedy is to bend the capillary 
line in such a position that it will not 
touch any of the cold refrigeration 
line. 


12. THERMAL BULB OF THE 
TEMPERATURE CONTROL HAS 
LOST ITS CHARGE 


If the capillary line connecting the 
temperature control and the therma! 
bulb has been cracked or roughly 
handled to permit it to lose its 
charge, the temperature control will 
hold the switch open, and under 
these conditions the ice cream will 
warm up to the setting of the pres- 
sure switch. 


The only remedy is to replace the 
temperature control with a new one. 
This condition will usually occur 
when the service engineer carelessly 
bends the capillary line too sharply. 


Complaint—Ice Cream 
Too Hard 


1. TEMPERATURE CONTROL SET 
TOO LOW 


The indicator dial of the tempera- 
ture control in the middle of its 
adjustment will be approximately 
correct for the average customer. If 
it is turned clockwise to its coldest 
position, the ice cream may become 
The customer should be 
instructed on the adjustment of the 
indicator dial so that minor changes 
can be made without requiring a 
Service call. 


2. TEMPERATURE CONTROL 
THERMAL BULB NOT IN 
ITS WELL 


If the bulb of the temperature con- 
trol (cold control) is not properly 
inserted in the well provided for it in 
the bulk end storage compartment, 
the bulb will remain too warm. The 
remedy is to insert the bulb in its 
well, pushing it to the bottom and 
filling the well with light oil. Do not 
forget to replace the rubber stopper 
in the well. 


3. LOW PRESSURE CONTROL 
CUT-OUT POINT TOO LOW 


This condition permits the condens- 
ing unit to continue in operation 
after the instantaneous water cooler 
no longer requires _ refrigeration. 
When this occurs, a certain amount 
of refrigeration will take place in the 
ice cream refrigeration circuit which 
is not needed. The setting of the low 
pressure control should be approxi- 
mately 20 to 22 lbs. cut-in, and 5 to 
7 lbs. cut-out. 


DISPLAY CASES 


10 N 
= \ ase Display Case line 


MIDWEST 
MFG. COMPANY 
Galesburg, IIlinois 


‘Combrolled 1, Iormance VALVES 


A Dehydrator that is really 
Dry. Mueller Brass Co. 
Dri-Drier. 


MUELLER BRASS CO. 


Port Huron, Mich. 


ADD TO YOUR PRODUCT 
THE REPUTATION OF 


PENN Contots 


Write for Catalog 
PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 
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illo 
admsecutive insertions $5.00, additional 
words ten cents each. 


PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


a 
POSITIONS WANTED 


ZoUNG SERVICE Engineer, 28 years old, 
desires position with chance for advance- 
ment. R.A.C.I. graduate. Six years’ ex- 
jence in commercial refrigeration at 
servicing, installing, selling and estimat- 
ing. Can handle any type machine. 
Ammonia machines a specialty. Also two 
years’ experience as manager of small 
service business. Can furnish car and 
tools. Willing to travel anywhere. Would 
prefer western coast. Box 1150, 
Conditioning & Refrigeration News. 


CONSULTING ENGINEER. Refrigeration, 
heating and air conditioning. DELOS P. 
HEATH, Post Office Box 1473, Detroit, 


Mich. 
FRANCHISES AVAILABLE 


COMMERCIAL LINE refrigerator display 
cases, walk-in coolers, and refrigerators; 
also direct draw, mechanically-cooled 
peer coolers. Sell with Ehrlich compres- 
sors or with any other make. Attractive 
discounts, also financing arrangements 
to help sell. 70 years in business. Write 
for full information. EHRLICH. RE- 
FRIGERATOR MFG. CO., St. Joseph, 
Mo. 


20 BRAND NEW Frigidaire compressors 
in original cartons, suitable for % and 
\% H.P. highsides. Specifications: Frigid- 
aire part No. 1125-312, twin cylinder com- 
plete with flywheel; bore—1%”, stroke— 
1%¢”. Will sell entire lot or substantial 
portion, but will not sell in single lots. 
REFRIGERATOR CORPORATION OF 
AMERICA, 390 Fourth Ave., New York 
City. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.0, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 


BUNDY TUBING 


Copper-Brazed Steel. Cop- 


per Coated Inside and 
Out. Sizes: 6" to °s” O.D. 
BUNDY TUBING CO., DETROIT 


Tests Prove it's Com- 
pletely Waterproof. 
The New SI 
Small Capacity 


MAGNET VALVE 


Use CHICAGO SEALS 


for seal replacements 


CHICAGO SEAL CO. 
North Wacker Dr., Chicago 


Condensing units that 
are superior in capac- 
ity and performance. 
Sizes from ¥% to 15 h.p. 


Universal Cooler Corp., Detroit 


A COMPLETE LINE OF. 
COMMERCIAL REFRIGERATORS 
AND DISPLAY EQUIPMENT 
. 


: : 
#7 STAINLESS 
2. STEEL 
st e 


GLOEKLER MANUFACTURING CO 
ERIE. Pa 


WRITE FOR OUR NEW CATALOG 


SYNTRON 
Anti-Friction 
SHAFT SEALS 


shafts. 

Order from your jobber 
SYNTRON CO. : 

140 Lexington Ave., Homer City, Pa. 


———— 


Fr Information on Motors 
FOR ALL TYPES OF 


Air Conditioning and 


Refrigeration Equipment 
Wagner Electric Corpora 


PLYMOUTH AVE 


Frigidaire $2.50. In business over 20 
years. Our name is our. guarantee. 
UNITED SPEEDOMETER REPAIR CoO., 
INC., 342 West 70th Street, New York City. 


MAJESTIC, GRUNOW, General Electric 
and Westinghouse rebuilding. World’s 
largest rebuilders. Prices $30.00 with 18 
months’ guaranty. Parts for Majestics and 
Grunows. GE floats $2.95. Westinghouse 
flapper valves $1.00. % H.P. Majestic 
capacitor motors $3.75. Write for catalog. 
G & G GENUINE MAJESTIC REFRIG- 
ERATOR AND RADIO PARTS SERVICE, 
5801 Dickens, Chicago. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1798 Lake- 
view Road, Cleveland, Ohio. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Uniform Time Payment 
Sales Law Advocated 


(Concluded from Page 1, Column 3) 
chaser shall pass good title to such 
purchaser. 

Contracts for the sale of railroad 
equipment shall remain subject to the 
laws now applicable thereto. 

No acknowledgment, witness, or 
affidavit shall be required. 

Contract shall not be required to 
show equivalent interest rate, nor 
shall interest on declining balances 
be required in place of finance charge. 

“Add-on” contracts to be author- 
ized, but with a provision which will 
prevent the holding of a lien for an 
unfairly long time on early purchased 
goods. 

No judgment note shall be valid. 

Assignment of the buyer’s equity 
should be forbidden, except with the 
seller’s written consent. 

No advance notice of removal 
should be required from buyer, but 
deliberate “skipping” should be made 
a criminal offense. 

No advance notice of repossession 
should be required. 

A finance charge shall not be con- 
strued as usury. 

Repossession for insecurity should 
be limited to certain causes, such as 
fraud, gross misuse of the equipment, 
or use for an illegal purpose. 

Legal process for repossession 
should be prescribed in the act, 
and should be made simple and quick. 

There should be no required sale 
of repossessed goods, no deficiency 
judgment, no refund. 

Ten days should be allowed for 
redemption after repossession. 

Delinquency charges should be au- 
thorized and limited. 

Refund of instalment charges for 
prepayment should be required. 

No wage assignment made in ad- 
vance of delinquency shall be valid. 

Lien of instalment seiler of tires 
and other replacement parts shall be 
subordinate to lien of seller of goods 
to which such parts are attached. 

Buyer should have copy of con- 
tract, which shall be endorsed “paid” 
when contract is fulfilled. 

Seller is “legal owner.” Buyer is 
responsible owner as to taxes, loss, 
and damage, public liability. 

Landlord’s lien for rent should be 
subordinate to seller’s rights. 

Contract must shown essential 
facts, but should be brief. 


St. Louis Jobber Issues 
216-Page Catalog 


ST. LOUIS—Just off the press is 
Brass & Copper Sales Co.’s 216-page 
air-conditioning and_ refrigeration 
supply and equipment catalog, list- 
ing the most complete line of equip- 
ment the company has ever carried 
for dealers and service men. 

The company is now employing the 
largest number of men in its history, 
as regards both office and field force, 
and stock has been augmented in 
anticipation of a busy selling season. 


Porcelain Enamel Shipments 
Gain 47% In March 


CHICAGO—Shipments of porcelain 
enamel for household and commercial 
refrigeration parts were up 47.2% in 
March over figures for the preceding 
month. Total value of all porcelain 
shipments by 99 manufacturers was 
$3,281,515, an increase of 23.8% over 
February. Shipments of porcelain 
range parts were up 25.4%. 


50th Anniversary Line 
Of Cordley & Hayes 
Coolers Announced 


MEW YORK CITY — Commemo- 
rating its fiftieth anniversary, Cord- 
ley & Hayes, manufacturer of water 
cooling equipment, has announced a 
complete new line of electric water 
coolers of both bubbler and built-in 
bottle types. 

Due to the space-saving double- 
deck design of the self-contained con- 
densing units in these coolers, with 
compressor mounted over motor, 
most of the cabinets are only 15% 
inches square. The entire refrigera- 
tion mechanism is rubber mounted. 
Cabinets are finished in grained 
walnut and metallic bronze. 

Coolers for bottled water are 
equipped with stainless steel water 
cooling container. Integral stainless 


steel tube extends to faucet. Stand- | 


ard cup dispensing machines are 
standard equipment. 
be had with stainless steel refrig- 
erated compartment large enough to 
hold three quart bottles. This com- 
partment is equiped with a lock. 

Bubbler type coolers for connect- 
ing to city water lines are equipped 
with a “contamination-proof’”’ bubbler 
designed to make possible the filling 
of cups and glasses, as well as drink- 
ing direct from the stream. Tall 
goose neck fillers are also available. 
The black vitreous porcelain bowl is 
designed to minimize splashing. 

Large capacity coolers are equip- 
ped with the Cordley “Cold saver,” 
which automatically takes advantage 
of waste water to pre-cool incoming 
water, thus saving current and 
boosting the cooling capacity of the 
unit. Heavy duty model is equipped 
with exta outlet so that one or more 
remote bubblers may be hooked up to 
it. Inlet and outlet connections are 
located 30 inches above floor. 

Automatic temperature control is 
provided on all units of the six- 
model line. 


Perham Shows New Line 
Of Air Conditioners 


CHICAGO—A new line of floor 
mounted remote air-conditioning units 
has been announced by Perham Prod- 
ucts, Inc., here. 

Built in capacities ranging from 
1 to 3 tons E£. M. I. rating, the unit 
is supplied for use with a remote 
refrigeration unit or cold water. The 
conditioner is equipped with coils for 
use on steam and circulating hot 
water systems, a pan and float hu- 
midifier, and a fresh air intake for 
ventilating purposes. 


Modernistic in appearance, the unit 
features an “exposed radiant heat 
plate,” which is claimed to provide 
“healthful, sun-like radiant heat” to 
occupants of the room. 

Built in seven models, the condi- 
tioners employ a side-by-side ar- 
rangement of Thermek heating and 
cooling coils. The coils feature a 
spine-like extended surface which is 
an integral part of the coil itself, 
making for efficiency in operation. 

Filters are of the throw-away type, 
and the exterior cabinet is said to 
be easily removable without touching 
bolts or screws. Simple mechanical 
supports are used to permit easy ad- 
justment for height and to com- 
pensate for uneven floors. 

All units are 13 inches deep by 
56 inches long, and range in height 
from 23 inches for the 1-ton model 
to 38 inches for the largest size. 
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NEW 1939 FEATURES 


Tyler’s original welded steel construction is 


Cabinets can | 


still the most advanced in the comm 
refrigeration field. And the 1939 line is the 


ercial 


greatest ever. New improvements include 
wider doors, for greater accessibility; wider 
front glass for increased visibility and new, 
patented oncoscongaga A lighting system for 


ter 


play. 


THE BIG VALUE LINE 


Complete line covers wide field. 


Built from 


ience with thou- 


sands of installations. Offers sensa- 


tional values 


ause of standard- 


ized quantity production. You can 
meet today’s demands with Tylers 
and make more money. Write NO 
for dealer proposition. 

New York Office: 601 W. St. 


Boston O, 
Chicago 


Jj TYLER 


: 683 Beacon St. SA 
Mifice: 1663 W. Ogden Ave. =e 


FIXTURE CORP. Dept. R, NILES, MICH. 


ELDED STEEL 


A 


T no extra cost—all the engineering features for 
display cabinet doors listed at left—with the new 
Ace “Loxit” hard rubber assembly units—doors, rails, 
jambs. Complete range of sizes. Write for details of 
standard equipment for show-case display refrigera- 
tion. Catalog FREE on request. American Hard 
Rubber Co., 11 Mercer St., New York ... 111 West 
Washington St., Chicago, Ill... . Akron, Ohio. 


THE KOCH LINE 1S Complete 


“d Walkel 


A’ 


n Coolers, 
ihe and all types of a 
\ Display Cases | 


PW eh Gh Ste $9 —e 
iene: 


a 


Koch does not manufacture 


or sell condensing units. 
| Koch distributors therefore 
furnish the units they sell. 
| Write Today for Information 
on PROFIT POSSIBILITIES 


KOCH fontu®cansas city, mo. 


Commercial Refrigerators 


WILL— 


Make You 


Win You More Customers 


Today—See Your Jobber or Write Direct to 


LARKIN COILS, INC. “ni"b.ccry" 


519 Pair St., S.E., ATLANTA, GA. 
Branch Pactory—57-59 llth St., New York City 


HUMI-TEMP 


| UNITS 


More Money - 


9 RJS-830 Offers All of These 
“ ~ IMPORTANT FEATURES| 


foes 


THs small, sturdy, precision-built general replacement control - - 
which fits the majority of new model household refrigerators having 
overload protection built in the motor - - gives you these outstand- 


ing advantages: - - 


1. Outside Differential Adjustment 
2. Adjustable Dial Pointer 
3. Adjustable Mounting Brackets 

Easily and quickly installed. Low priced. Completely dependable. 
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THE COLD 
CANVASS 
By B. T. Umor 
Versatility 


In considering the problem of un- 
employment it is frequently pointed 
out that youthful job-hunters are 
handicapped by an inability to do 
things with their hands. This condi- 
tion comes home to readers of the 
NEWS when they are reminded that 
the widespread use of labor-saving 
devices in the home is partly respon- 
sible, since boys and girls no longer 
have the great variety of chores 
which gave previous generations a 
rigorous training in manual arts. 


Also, present-day youth seems to 
feel that it is definitely up to estab- 
lished business and industry to pro- 
vide them with something to do and 
show them how to do it. The 
growth of big business is blamed for 
the present-day tendency to depend 
upon jobs rather than thinking in 
terms of setting up a small business 
or service as an independent operator. 


Apparently Geo. F. Goosmann of 
Chelsea, Okla., comes from the old 
school and is not bothered by any 
of these handicaps or inhibitions. 
His billhead reads as follows: 

HOME GARAGE 
Geo. F. Goosmann, Prop. 

Tubes, Accessories, Gasoline, 
Greases, Lubricating Oils 

We repair Autos, Phonographs, 

Guns, Lock Keys 
CANDY & COLD DRINKS—BEER 
BATTERY SERVICE 

Drag ’em in and drive ’em out. We 
repair autos and fix Fords. 

MACHINE WORK STORAGE 
Wrecker Service Day and Night— 

The Bigger They Are the 
Better We Like Them 
Garage Phone 166 We Do Welding 

George is now adding refrigeration 
service to his extensive list of accom- 
plishments, having just bought a set 
of Master Service Manuals from Leo 
Gorton, jobber who operates. the 
Machine Tool & Supply Co. of Tulsa. 

Mr. Gorton, who is president of the 
National Refrigeration Supply Jobbers 
Association, sent in Mr. Goosmann’s 
original order which explained that 
there is no one in Chelsea to repair 
refrigerators, beer pumps, etc., and 
that a book of instructions would be 
all he needed. 

Can you imagine a man like Geo. 
Goosmann ever being out of a job? 

x * * 


Air Conditioning 
Capital of the World 


The Phoenix (Ariz.) Republican 
Gazette uses a full page in Advertis- 
ing Age to feature that city as a 
summer market. It claims that 
Phoenix has become the “Air Con- 
ditioning Capital of the World” 
because, at the end of the 1938 
summer season, 506 business build- 
ing (offices, department stores, spe- 
cialty shops, theaters, banks, etc.) 
and over 15,000 residences and small 
shops were “air cooled.” 

It is news to us if 15,000 residences 
and small shops in any city are 
actually air conditioned with re- 
frigeration. Perhaps that includes 
“desert coolers.” Will someone in 
Phoenix give us the lowdown on 
this claim? 


Tires, 


* * * 


Etymological Notes 


Those scholarly folk who compile 
dictionaries, glossaries, and _ are 
otherwise studious in the field of 
etymology are in for a bit of trouble 
with the label, “air conditioning.” 

“Zeke” Carrithers, an ardent base- 
ball fan, reports the intrusion of 
these words into the national pastime: 

“A few years back, when a player 
missed a third strike, teammates 
said that he had ‘fanned’ or ‘whiffed.’ 
Now they are saying, ‘he air condi- 
tioned the park.” 

Perhaps the transition from “fan- 
ned” to “air conditioned’ wouldn’t 
seem too great or so questionable to 
the blower and attic fan people. 

And Ruth Fine, our erudite edi- 
torial department secretary, notes 
that beauty parlors are now featuring 
an “air-conditioned shampoo.” It 
seems that the rinse has ~ been 
charged with air, so that the hair 
will dry quickly under a cold blower, 
instead of a hot one. 

Ruth doesn’t think much of it. 
Says her hair was practically swim- 
ming when she was set free. 


Heads Detroit ASRE 


DELOS P. HEATH 


Newly elected chairman of the 
Detroit section of the American 
Society of Refrigerating Engi- 


neers. 
* * * 


Poole Shows Movies on 
Quick-Frozen Foods To 
Detroit Engineers 


(Concluded from Page 1, Column 1) 
Riley Engineering Co., was re-elected 
treasurer. 

Educational feature of the meeting 
was a film covering the process- 
ing, freezing, and merchandising of 
frosted foods, and a discussion of the 
frosted food industry’s problems, by 
Richard Poole, of Frosted Foods 
Sales Corp., maker of Birds Eye 
products. 

Growth of the frosted foods indus- 
try has revived the cold storage in- 
dustry in many parts of the country, 
Mr. Poole observed. More rigid tem- 
perature control in these plants is 
necessary for this work, however, he 
pointed out, since frosted foods must 
be kept between —10° F. and Zero. 

Although the industry has now 
stretched out into the Middle West, 
only the larger cities are served with 
frosted foods products, because of the 
necessity of being close to a source 
of supply or warehouse. About 8,000 
retailers sell Birds Eye products. 

Quick-freezing has been found of 
great help in preserving the vitamin 
C content of green vegetables, Mr. 
Poole declared. 

Necessity for freezing the pack 
within five or six hours after it 
comes from the field requires that 
plants be set up in close proximity to 
growing centers, he declared. He 
also pointed out that certain varieties 
of fruits and vegetables are not 
adaptable to quick freezing. 

Answering a question regarding- 
adaptability of display-type cases to 
use with frosted foods, Mr. Poole 
said that his company had en- 
countered two main problems with 
these cases: 1. Tendency of the foods 
to dry out and lose appearance 
appeal when removed from their 
cartons; 2. ‘“Fogging” of the cases’ 
display windows. 

On experiments with these cases, 
little or no sales differences were 
noted whether or not the foods were 
displayed, he stated. Difficulty of 
regulating temperature of “dry ice” 
chests has been a barrier to use of 
such equipment, he continued. 


G-E Makes Appointments 
In Radio Department 


(Concluded from Page 1, Column 3) 
the past been responsible for radio 
receivers. 

Perry F. Hadlock, appointed man- 
ager of G-E’s radio division to suc- 
ceed E. H. Vogel, will continue in 
charge of radio and television re- 
ceiver sales. 

Other appointments to the radio 
and television department include: 
Arthur A. Brandt as manager of 
merchandising services, Fred A. Ray 
as manager of radio sales, Harry A. 
Crossland as manager of television 
sales, Philip R. Butler to succeed Mr. 
Crossland as manager of technical 
sales and service for the company, 
and Charles R. Barhydt as commer- 
cial engineer for radio and television, 
succeeding Mr. Hadlock. 


| 
' 


Refrigeration Employed In ‘Hibernating’ 
Patients In Treatment of Cancer 


(Concluded from Page 1, Column 5) 
Patients have had as many as’ 40 
days of this kind of treatment over a 
period of months with no ill effects. 

What amazes the doctors as much 
as the effect of the treatment on 
cancer is the fact that something else 
is evident that looks possibly like a 
great medical discovery. 

During the treatment the pulse 
beat disappears, although the elec- 
trocardiograph shows that the heart 
is still beating with an easy rhythm. 
Other body functions stop. Kidneys, 
bowels, and all digestive works are 
halted. Ordinarily a signal of ap- 
proaching death, an examination of 
the blood reveals that it has stopped 
filing up with waste products. 
There is nothing to eliminate. 

According to past experiences, the 
patients should die of pneumonia, but 
during the treatment they have not 
so much as caught cold. Apparently 
the actions of germs in the body 
slow down with the entire organism. 

Doctors say the refrigeration hiber- 
nation process may be a means of 
giving the heart a complete rest, as 
nothing else can. 

It was found in the Philadelphia 
experiments that appearance of re- 
pair tissue, or normal healing, is not 
slowed down as fast as some disease 
processes. If this is true, hiberna- 
tion might be used for any kind of 
germ infection. 

The cells killed at 89° are the 
embryonic cancer cells. The adult 


cells, which in many types of the 
disease are in the minority, are not 
believed to be killed, but experiments 
have not gone far enough to make 
certain that these cells are entirely 
unaffected. 

The hibernation theory has been 
tried only since last October, but 
was preceded by three years of local 
application of cold on 38 persons, 
which proved that cold relieves pain 
and reduces cancer growth. 


J. W. Savage Appointed 
Assistant To Wilson 
At General Electric 


NEW YORK CITY—J. W. Savage, 
for several years identified with the 
distribution and commercial research 
problems of General Electric, has 
been named assistant to Charles W. 
Wilson, executive vice president. He 
succeeds Stuart M. Crocker, recently 
made head of G-E’s commercial 
refrigeration and _ air-conditioning 
activities. 


Mr. Savage has been in G-E’s mer- 
chandise department since 1929. 

He was Mr. Wilson’s assistant 
when the latter was head of the mer- 
chandise department. Last year he 
was made chairman of the company’s 
commercial research committee. 


Final Draft of Detroit 
Refrigeration Code 
Is Now Available 


DETROIT—The final publication 
of the proposed refrigeration code of 
the City of Detroit, setting up 
regulations governing the installation 
of refrigeration and air-conditioning 
systems in Detroit, is now available 
in pamphlet form (8% x 11 inches) 
at the offices of AIR CONDITIONING & 
REFRIGERATION NEWS. Copies of the 
final revised draft of the proposed 
code may be had at a cost of 25 
cents each. 


This final revised draft of the 
proposed code is the result of a series 
of open meetings of a code commit- 
tee in conjunction with  repre- 
sentatives of users, manufacturers, 
contractors, and other agencies inter- 
ested in or affected by the proposed 
ordinance. 


(This draft is being published by 
permission of Commissioner Joseph 
P. Wolfe of the Department of Bui}d- 
ings and Safety Engineering.) 

“It is the desire of the committee 
that this revision may be accepted 
as the expression of earnest and 
unbiased deliberation, and that it 
may go to the Common Council with 
the support of all who are interested 
in the welfare of the public and the 
growth of an outstanding industry,” 
the code committee declared in re- 
leasing the revised draft. 

An early draft of the code was 
published in the Sept. 7, 1938 issue 
of AIR CONDITIONING & REFRIGERA- 
TION NEWS. 


>< Thermostatic - 


Fa 


When. . 


Valves are Helping us 
Build a Large Group of 


e ‘ 


CUSTOMERS” 


From one of many 
letters in our Jobber and | 

‘| Service Men's correspond- 
ence file. 


Refrigeration Jobbers and Service Men 


2450 NORTH 


MILWAUKEE 


Expansion 
Valve 


Refrigeration Parts Jobbers, Who Recognize Quality, Stock Controls 


NDABLE 


can truly say that any product helps them to 
build a large group of satisfied customers, THAT 
product is worthy of YOUR consideration. 


We are glad that A-P Valves enjoy such 
a reputation ... A reputation based upon service- 
free performance on all types of refrigeration and 
air conditioning installations. 


Choose the Valve that gives YOU the 
greatest profit and the least service expense on 
any job—an A-P Valve. You'll know the advan- 
tage of new sensitivity, accuracy and dependa- 
bility that only A-P Valves prove. 


AUTOMATIC PRODUCTS COMPAN 


THIRTY — SECOND 


STREET 


® Wisconsin 


Export Department, 100 Varick Street, New York City 


THE BYWORD FOR A-P VALVES 
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